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GENTLEMEN, GENTLEMEN... 


YOU'RE BOTH RIGHT! 


Here’s the page i ko 


these shoes 


UAL 


Brownbilt 


rm YI 
TREAD STRAIGHT 
] Sy 


Shoes for 
Men 


FE 


Tue heated controversy seems to hinge 
on the question as to whether Brownbilt 
Tread Straight Shoes are essentially style 
shoes or whether they are designed 
principally to insure foot-ease. 


It’s easy to understand how opinion 
could be divided on this subject. Men 
who are attracted by Brownbilt Shoes be- 
cause of their style character become so 
preoccupied with the smart outward 
appearance that they tend to overlook 
the hidden tread straight features for 
which these shoes are renowned. 


That other army of men—those whose 
chief concern when buying shoes is 





comfort—are certain that such sublime 
foot ease could only be achieved by 
a shoe dedicated strictly to comfort 
construction. 


The dual nature of these shoes, happily 
combining style and comfort, affords 
dealers an obvious advantage—pleasing 
two different types of customers with 
the same stock of shoes. You know what 
that means in terms of extra sales and 
profits. Let the Brown shoe salesman 
go into more detail! 


Www Grose Goungasaiy, 
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B M. TENCH of Gainesville, 
- Fla., registered a plea to the 
Styles Conference: 

“When styling next Spring’s 
shoes, please eliminate, as far as 
possible, the perforated idea in 
shoe construction. For style pur- 
poses we fill a piece of leather with 
fine holes and we find out in prac- 
tice that customers weighing from 
100 to 200 pounds exert a foot 
pressure on that perforated vamp 
and the result is something breaks. 
In one week I returned 27 pairs of 
pumps and ties, torn and damaged 
in from three to ten days’ wear. 
Some 27 women then had to be 
resold and, considering that they 
had a justifiable complaint, we dis- 
covered that they are twice as hard 
to please in the second free pair 
than they were in the first sale. We 
found the condition about equally 
divided between high grade and 
popular priced shoes. 

“It would be good news to one 
retailer at least to know that per- 
forated vamps may pass out of the 
picture.” 














EW honor has been bestowed 
on Ellis H. Moehring, shoe 
dealer of the Roosevelt district, 
Seattle, who has been elected as 








president of the Roosevelt Commer- 
cial Club. More recently, however, 
he ‘has been the recipient of still 
further civic honors, being ap- 
pointed by Seattle’s new mayor, 
Hon. Charles L. Smith, to the mo- 
tion picture theater censorship 
board of nine members. Prominent 
as a shoe fitter, he will now fit 
movies to the taste of the public. 
* * * 
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pay JESBERG, proprietor of 
several leading Walk - Over 
stores in Southern California, says: 
“If you have what they really 
want, American women will put 
plenty of money into shoes. We 
have sold thousands of pairs of 
shoes in Southern California to 
women whose shoes cost more than 
all the rest of the costume worn 
with them. Twenty years ago when 
shoes came almost to the knees, we 
sold many a pair for $16.50 when 
$15 would buy all the rest of the 
costume. We had what was most 
wanted. Today the same thing 
happens. In the matter of style 
shoes competition simmers down to 
this—‘Do you have what they want 
or do you not?’ If you do have 
what they want you can sell quality 
shoes. It is a bad psychology to 
think that price alone talks out 
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loud. The American woman of 
taste with a fair financial allowance 
is still willing to spend more cash 
for shoes in thousands of instances 


than for other articles of clothing.” 
* * * 


PHILOSOPHY of self-inter- 

est is pleasantly reviewed in 
the little newspaper issued by the 
employees of the Amalgamated 
Leather Company, Inc.: 

“We are employing between 
1000 to 1200 persons at the present 
time. Of this number, 40 per cent 
are girls. Let us suppose that the 
average girl buys four pairs of 
shoes a year and the men three. 
Using a basis of 1200 employees, 
we find that 4800 pairs of shoes 
would be purchased annually. Al- 
lowing an average measure of two 
feet for each pair, some 8000 feet 
of kid would be consumed. This 
in itself does not impress one as 
being a gigantic figure, but let’s go 
further. Most of the wage earners 





1200 x 4 = 4800 SF 
4400 x 2= BO0O FT. LEATHER ee “ 


AMAZING AA 











at our factory are supporting, or 
helping to support families or 


parents. Using a basis of four in 
a family, the 8000 feet would grow 
to the prodigious amount of 32,000 
feet. 

“Getting back to our statistics. 
We are up to 32,000 feet in our 





booster campaign. That amount 
would keep our plant running for 
a day. Think of it, employees and 
their families consuming all the 
leather, outside of stock only, that 
we could produce in a day. Add 
kid linings to the bargain and we 
have two days’ production. Now 
take into consideration that Wil- 
mington is primarily a kid leather 
city. We have five tanneries, all 
producing glazed kid. If we can 
convince our families of the desira- 
bility of kid, we can also persuade 
our friends. The thing is far 
reaching, infinite in its possibility. 
If everybody in Wilmington wore 
kid shoes it would keep a fair sized 
tannery busy throughout the year. 
‘Being a booster of glazed kid is 
merely helping yourself to that 
much more security.” 





AH - HERE” 
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M. JARMAN of the Jarman 
+ Shoe Company, Nashville, 
Tenn., tells his salesmen: 
“Retailers are interested in what 
other retailers are doing. Every 
man on the road has a wonderful 
opportunity to collect ideas and to 
pass along to his dealers what other 
dealers and other stores of various 
sorts are doing. Sales promotion 
ideas, methods of organization, 
methods of display, represent pos- 
sibilities for building up your deal- 
ers. These ideas collected from the 
stores that you see in the various 
towns in your territory will help 
some other merchant to better his 
business. He is interested in what 
the other merchants are doing. To 
hear that another retailer has 
actually used a certain plan or 
idea makes an impression on him. 
It may not have immediate results, 
but it will show up later on.” 
* * * 
Po C. TATE, veteran buyer for 
+ the shoe departments in the 
H. C. Henshey Company’s depart- 
ment store at Santa Monica, Cal., 
says: 
“Pep and enthusiasm sell shoes, 
so I try to buy in such a way as 
to keep up a perpetual flow of 
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WHAT ABOUT IT? 


—Recently published announcements in- 
form us that mutual savings banks of 
the country report the greatest num- 
ber of depositors on record since the 
system was started more than 100 
years ago. 

—The banks, which operate in eighteen 
states, report, as of June 30th, a total 
of 13,686,947 depositors. 

—Deposits rose to the huge sum of 
$9,720,377,072. 

—The size of the average account was 
$710.19. 

—On the other hand we are told that 
six of the large New York banks have 
more cash than 20,000 country banks 
throughout the United States. 

—We also learn that in 1929 there were 
513 families in the U. S., each of which 
was worth $20,000,000 or more; the 
average wealth being $47,000,000. 

—Over 24 billions of dollars controlled 
by 513 families. 

—Accepting the above figures as cofrect, 
America is not down and out financially. 

—But there's certainly something wrong 
with the distributing machinery when 
we realize that so many of our people 
have little or no purchasing power with 
which to supply their needs or wants. 

—What are we going to do about it? 

—That's the big problem for our mone- 
tary experts to sweat over. 


— re ie 


President. 





enthusiasm in this department. By 
that I mean I do not load up to the 
brim at the beginning of the sea- 
son and leave no room and no 
money for repeated purchases 
throughout the season. Whenever 
we did load up here or any place 
else where I have worked we got 
sick of the shoes before they were 
all sold and longed to get our 
eyes and our hands on some new 
numbers. 

“There is nothing like new stuff 
coming’ in all the time to keep the 
boys’ blood warm.” 

* *% * 
SAAC B. NORDLINGER of 

Washington, D. C., says: 

“In the existing depression it 
seems to me that of all retail busi- 
ness, the shoe business appears 
worse affected. I have carefully 
watched conditions, patiently await- 
ing the long promised turn for the 
better; but I am sorry to say it 
seems far in the distance. I had 
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hoped that before this the public 
would have been fed up on low 
priced merchandise, and the re- 
tailer who has always featured the 
better grades, would by this time 
be enjoying the profits of his wis- 
dom. There are many contributing 
causes why the shoe business is 
slow to recover. 

“One other important factor 
which I feel is worthy of careful 
consideration—The market appears 
flooded with many good imitations 
or substitutes for leather, which 
no doubt are largely used in the 
construction of low priced shoes. 
This surely has its effect on the 
better grades. Very often it is dif- 
ficult to convince the customer that 
these substitutes are not leather. 
which prompts me to suggest that 
some regulation be enforced where- 
by every shoe made of such ma- 
terial be required to carry a promi- 
nent stamp of the particular prod- 
uct.” 

* * * 
gen OVENS, president of the 
National Retail Dry Goods As- 
sociation said before the Interstate 
Merchants Council: 

“Your stock turn: It is generally 
conceded that you must get from 
three to four turns per year or the 
sheriff will get you. Don't keep 
anything from one to five years to 
find out that your customer won't 
have it. What you think about the 
merchandise in your stock isn’t im- 
portant—it’s what the customer 
thinks that counts, and believe me 
she knows. The magazines have 
been coming to all towns and 














cities in the country, and_ the 
women read them, and know styles 
and fashions—There isn’t a man in 
this audience that can control one 
woman, let alone a whole town full 
of them. 

“Let me suggest that you buy 
only from a few resources, and 
reorder your best sellers; push the 
lines on which your records show 
have customer acceptance, and on 
which you can make a profit. 

“Quit selling loss leaders. Gel 
rid of your slow sellers.” 
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N EWSPAPERS the country over 
repeat this' message, sent 
through the press association and 
by telegraph to the newspapers of 
the country on Aug. 3: 

“John J. Holden, manager of the 
National Shoe Retailers Associa- 
tion, announced yesterday that the 
opening of Fall lines by shoe stores 
had been advanced to Aug. 15, in- 
stead of being held on Sept. 1, as 
usual. The new date, he said, will 
put the latest footwear styles on 
display coincident with Fall ready- 
to-wear. An additional motive is 
that many clearance sales have met 
with good success, depleting store 
stocks in many instances, and it is 
believed the time is opportune to 
stimulate and maintain the current 
demand for shoes. The association 
has sent telegrams to more than 
10,000 retailers urging them to co- 
operate in the movement and to 
place special consumer display ad- 
vertising in the evening papers of 
Aug. 15 and the following day’s 
morning papers.” 


* * * 


furs are training their mul- 


tiple needle machines to new 
feats in stitching shoe uppers. 
These machines have six needles 
and Lynn stitchers make them 
stitch 1, 2, 3, 4, 5 or 6 rows of 
stitches, according to pattern. 

They put a string under the 
leather and make the machine 
stitch on either side of the string, 
and so they get an oval ridge on the 
surface of the leather. They get 
two oval ridges if they use two 
strings and four needles. They put 
a fin plate on the table of the ma- 
chine, and stitch over it with two 
needles, one on either side of the 
fin, and so they get a “fin” or a pin 
tuck on the shoe. If they use three 
needles they get two pin tucks, and 
if they use five needles they get 
four pin tucks. 

And these are only a few of the 
feats to which Lynners are training 


the multiple stitch machines. 
*% *% * 


H. ‘POLLOCK, head of that 

southern institution known as 
Pollock’s Shoe Stores, with the slo- 
gan: “It’s a feat to fit feet,” can now 
be addressed as grandpa, a daughter 
having been born in July to his 
daughter, Mrs. William Michalove. 
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uae and Shoes—by Max F. 
Ramsell of Chicago: 


Of any business that I know 
There’s one we can’t confuse 

With any other—high or low, 
And that’s of Boots and Shoes. 


A fascinating game, indeed, 
Fér buyer and for clerk. 

As last year’s sales we must exceed, 
It’s fun, but still it’s work. 


A sort of gamble in a way, 
You either make or break. 

It’s brains that always lead the way, 
Or else you lose your stake. 


The competition that we get 
From every other store 
Behooves us to increase our “net,” 
Which makes you hustle more. 





o, 
7. 











There is no greater field today, 
In case you wish to choose 
Hard work—which always means good 


pay; : 
I’m speaking still of shoes. 


Each season brings a change in style. 
Your work~is old—yet new. 

That’s why you seldom tire, while 
Some others fret and stew. 


The selling art has risen till 
It’s now quite a profession, 

And, if you change from shoes, I'd still 
Keep some in my possession. 


And, when I pass upon my way, 
I'll still have the desire 
To ask ST. PETER if I may 


Fit sandals on his choir. 


The friends I have—and they are real 

And ones I wouldn’t lose— 
Were all made through the one appeal 

Of selling “Boots and Shoes.” 

* * * 
AYS Frank Wulff, head of the 
Wulff Shoe Co., Colorado 

Springs, Colo.: “The desire for 
greater comfort in shoes is a defi- 
nitely growing thing that we will 
have to consider more seriously 
than ever before in the next few 
years. This is indicated by the 
unexpected popularity of sandals © 
all over the country and the equally 
strong reception of men’s ventilated 
shoes. If you want further proof 
of this tendency, look around at the 
latest styles in bathing suits and 
even in street apparel of all kinds. 
It might seem that just about every- 
thing possible has been done to 
provide maximum comfort in shoes, 
but there will probably be plenty 
of other new developments within 
the next few seasons.” 


* *% * 


OWARD W. HILL of Hill 
Shoe Company, Ipswich, 
Mass., says: 

“When you get the price of shoes 
down to the point where a pair of 
lamb chops in a regular restaurant 
is about the price of shoes at whole- 
sale, you are giving the public the 
most for the money in the entire 
history of American shoemaking.” 








Salesman: "Pardon me, but haven't | seen this foot before?" 





REPEAT business—that is sales to the same custom- 
ers year in and year out—accounts for 70 per cent of 
the volume of the shoe department of The Alex Rice 
Co., Inc., Montgomery, Ala. The secret of this record 
according to M. M. DeShields, proprietor of the depart- 
ment, can be explained in one word—CONTACT. He 
keeps up with his customers, lets them know he ap- 
preciates their business, reminds them when it’s time 
to buy again and even sends them a card on their 
birthday. 

“We have the names and addresses of 3000 custom- 
' ers, also their preference in shoes as shown by each pur- 
chase, and this list is the basis of our continued con- 
tacts with them,” said Mr. DeShields. “We use it for 
telephone and direct mail contacts and keeping up the 
list enables our sales force to recall to mind the names 
of customers when they come in for purchases. All this 
flatters customers and augurs well for our continued 
success in selling them. 

“If a customer has not been in before to make a 
purchase we obtain her name and address at the time 
she signs the credit slip. If a cash purchase we obtain 
this information at the time she writes a check or pays 
in cash, It is a very easy matter to check our file if we 
are in doubt as to whether we already have the name 
in our records. After a customer has visited our depart- 
ment two or more times we of course learn her name 
and know that we have it in our files. Then it is only 


Customer's Purchase Record Card 
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KEEPING UP 


How the Shoe Department of Alex 
Rice Co., Inc., Montgomery, Ala., 
Builds Repeat Business 


M. M. DeSHIELDS 


Manager and proprietor of the shoe department of the Alex 
Rice Co., Inc., Montgomery, Ala. 


necessary to record the date of the purchase, the style, 
size, and price. When purchases fill up the front side 
of the card we use the back also. Cards of some 
customers show they have purchased from 25 to 50 
pairs of shoes. 


“THIS record system enables us to fill mail orders, 
duplicating a previous sale. As we have a number of 
customers in the small towns of the State this card 
information proves right valuable. In the city we can 
send out shoes for selection, eliminating the necessity 
of the customer coming to town. The selection sent out 
is made up on the basis of past purchases. 

“We constantly use the list in contacting customers 
by telephone and in sending out mail literature. Ad- 
dresses are kept up-to-date, so that we don’t waste 
postage in our mailed matter. Customers are advised 
when we get in seasonal styles or when we are offer- 
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CUSTOMER CONTACT 


ing especially attractive bargains. In such cases they 
are invited to come down and at least pay us a social 
visit with no obligaton to buy. 


“IN checking the list and finding that we have not 
been favored by a visit from a customer for quite a 
while we call her with about the following approach: 
‘Mrs. Jones, can’t you wear out that last pair of shoes? 
We have not enjoyed a visit from you in six months. 
We want to inform you that we have some alluring new 
Spring styles and would like for you to come down and 
make your selections while the stock is still complete.’ 
“Keeping a record on each sale enables us to make 
up buying orders for seasons in advance with due re- 
gard to the probable demands of our customers. By a 
study of the record we can get a complete picture of 
our business during the past season—that is the style 
. of shoes sold, to what class of trade and the correct 
range of prices and sizes. ? 
“Making up a card on each customer helps us to 
associate names with faces and with addresses to a 
surprising degree. Facility in this respect gives a sale- 
man an obvious advantage. However, knowing a cus- 
tomer involves more than merely remembering her 


name and address. The experienced shoeman also learns 
pretty well what style and price are most acceptable 
to the customer.” 


Mr. DeShields was manager of the shoe department 
in the Montgomery Fair Department Store for a num- 
ber of years. After a short while as manager of the 
shoe department in a Columbus, Ga., store Mr. De- 
Shields returned to Montgomery and leased the depart- 
ment in the Alex Rice Store which he has now oper- 
ated for two years. His experience in the shoe business 
in Montgomery extends over a period of 20 years. 


DeShields carries Naturalizers for women, Robin 
Hood shoes for boys and girls and the Authentic Amer- 
ican for Men. His department is located on the first 
floor. 


When a Shoe Department Shows Repeat Business 
—70 Per Cent of Volume—That's Wonderfull! 


For the Usual Experience Is for Shoe Customers 
Names To Be Jumbled Into General Store Mail- 
ing Lists and Lost Forever. 


Here's How To Hold Customers. 


M. M. DeSHIELDS SHOE DEPT... . ALEX RICE CO., MONTGOMERY, ALA. 
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Tuis is the moment when all eyes are on Paris. The August openings 


are just over. Every day boats are landing with new models. The five 






fashions charted on this page are five major developments which have 






been strongly confirmed by the Paris collections. They are the five most 






important fashion facts for stores to bear in mind when selling shoes. 






The sharp contrast between tailored clothes and formal clothes is made 


more evident by the August Openings. Tweeds are rougher; afternoon 






clothes more elegant than before. This suggests that tailored shoes should 






exaggerate a sturdiness of line and leather; formal shoes their delicacy of 








treatment. 





The daytime silhouette calls for the continuance of high cuts in shoes. 


Hats have an exaggerated “profile,” suggesting Renaissance ideas in huge 






tams and Venetian tri-cornes. Cape treatments, tunics, peplums and smock 






lines all concentrate interest at the top of the silhouette, while skirts in 






general are as plain and straight as possible. Slit skirts are endorsed, 






especially in formal clothes. The train is disappearing. The evening slip- 






er is coming into its own. 
f=] 







The August Openings point to dramatic shoe designs. They call for “occa- 






sion” shoes, sharply defined for their purpose. They put fine shoe-making 





in the spot light. All the Paris developments are favorable to shoes. Let’s 






make the most of the opportunity they present! 
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FASHION TIE-UPS 


The Paris Openings confirm five major fashions 
in clothes with a direct bearing on the choice 
of shoes 


By 
RUTH HARRINGTON 
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A Doctor—A Shoe Manufacturer—and 
A Retailer:in a TworRound Debate 


Doctor: , “It isn’t very often an opportunity like this 
presents itseH: Here, I find myself in company with a 
prominent retailer and a high-grade shoe manufacturer. 
Often have I wished for such a chance, because the daily 
evidence coming to my attention has long led me to 
believe that you are both orthopedically ignorant, negli- 
gent, or too concerned with the dollars and cents side 
of life to realize the after-effects of the job you are 
doing on the public. 

“T have a serious complaint to make. Why is it my 
patients must continue to suffer the discomforts of being 
ill-fitted or misfitted after I take the trouble to specifi- 
cally write out a prescription when I send them to a 
reliable shoe store? The greatest complaint is with 
grown men patients. They are fitted to an outflare 
last when they should have a straight or an inflare last, 
and vice versa. The arch elevations are too low. Ina 
Bal the vamp seam is too shallow and presses the meta- 
tarsal heads. The toe spring is too flat.” 


Retailer: “We have all the latest devices for ascer- 
taining the correct size. We have all types of lasts and 
all sizes. We have well trained thorough shoe fitters 
who are instructed not to just sell shoes, but to fit them 
right. Unless a customer fits himself and takes the 
shoes which suit his eye and not his foot, he is correctly 
fitted.” 


Doctor: “That seems to be the typical answer of the 
typical good retailer, yet evidence to the contrary daily 
comes to me at my office. A man’s foot is stronger and 
bulkier than a woman’s, so is not crippled so easily. 
A man will frequently demand more comfort than style, 
yet it is seldom that his style shoes fit properly. 

“The fault is that your shoe fitters overlook the fact 
that you do all your fitting while the foot is in repose, 
while the man wears his shoes while his feet are in 
action. That’s where the rub in fitting comes. You 
do not see the foot when walking or in action. For the 
most part, shoes on my patients’ feet are narrower than 
a pencil outline taken with the weight on them. The 
upper is spread way over the outsole. Prevalence of 
a corn on the little toes demonstrates that something is 
wrong with the shoe fitting of today. Also, I receive 
far too many patients with a callous on the balls of 
the feet. Do you ever take these facts into considera- 
tion?” 

Retailer: “Always. Measurements are taken stand- 
ing, not when the customer is seated. Then we observe 
the fitted shoe as the customer walks around.” 


Manufacturer: “Does the customer sell himself, or 
does the retailer sell the customer? Who is the criterion, 
the customer or the salesman? We assume, of course, 
that the salesman is one who knows his business, but 
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The Battle of 


frequently we find cases where they do not. Worn 
shoes returned for credit or adjustment prompts this 
question.” 









Retailer: “The salesman is the criterion in most cases 
in our store. We find that the customer is willing to 
accept his judgment.” 


Doctor: “How many times has the customer been 
fooled by salesmen, either through the ignorance of 
the alleged shoe fitter or through the salesman being 
forced by his management to make a sales-book show- 
ing? The point I am making is that if shoe store cus- 


A doctor asks a prominent retailer and an equally 
veient shoe manufacturer of men's shoes why 
is patients must continue to suffer from fitting ills. 
Read this true story three cornered debate. You 
will not agree with all that is said— that is the 
reason for publishing the complete unexpurged 
transcript. This is not a technical theoretical study, 
but a real human interest viewpoint is maintained 
throughout. Feet, lasts, last measurements, pat- 
terns and shoe selling as related to Foot Health all 
come up for discussion by these experts. 














BOOT AND SHOE RECORDER, August 18, 1934 


TOUS ~|ATPElA 


(Care of the Feet To You) 


ROUND 1 


tomers were properly fitted, so many people would not 
be coming to my office with their foot troubles.” 


Retailer: “In any event, whether the salesman is sell- 
ing a corrective or style shoe, he will sell the customer 
the correct size or else lose the sale. In our store our 
job is to fit shoes correctly and not to make correc- 
tions.” 


' Doctor: “Now supposing a man comes back to you, 

complaining about a fit. He thinks he should be fitted 
looser. You did not fit the foot in motion, so that it 
is not comfortable when he walks.” 


Retailer: “That is a matter of judgment.” 
Doctor: “Whose judgment?” 
Retailer: “Our judgment as experienced shoe fitters.” 


Doctor: “That is just the trouble. As I understand 
it, no two lasts carry the same measurements or exten- 
sions. There are no standard measurements any more. 
Hence, the taking off of a customer’s shoe and being 
guided by the size stamped therein, unless an exact 
duplicate, is one factor that I think is ruinous to many 
repeat sales and many feet. It is my opinion that this 
stamping of sizes is ‘bunk’ when it comes to telling 
the customer the new shoe is the same size as the old 
one. It seems to me a salesman should know the varia- 
tions of all the lasts carried in stock. A major criticism 
is that of short shoes.” 


Retailer: “The shoe, according to all measurements 
and eye judgment, is plenty long. If you give too much 
length, it will force the shank of the shoe way down 
and the toe up.” 


Doctor: “Do you refer to fitting a Bal or a Blucher?” 

Retailer: “Why?” 

Doctor: “Because the Blucher, orthopedically, is 
better than a Bal. The Blucher allows greater free- 
dom over the transverse arch. There is no downward 
seam pressure,—rather an easier waist adjustment by 
lacing. The Bal bites. I know there is less foot dis- 
ability with those who habitually wear Bluchers com- 
pared to those who wear Bals. I realize from a style 
point of view that the Bal is dressier.” 

Retailer: “It so happens that pretty nearly 75 per 
cent of our sales are Bals.” 

Doctor: Since the public puts their trust in the shoe 
fitter, why isn’t more effort put into the sale of 
Bluchers?” 

Retailer: “I am forced to acknowledge that the Bal 
has more sales appeal, perhaps, for the reason you 


mentioned.” 
[TURN TO PAGE 48, PLEASE] 


THE GREAT DEBATE IS ON 





THE 


EDITOR'S 


OUTLOO! 


How Can the Small Merchant Exist? 


“In order to prevent unfair competition against 
local merchants, the use of the so-called ‘loss leader’ 
is hereby declared to be an unfair trade practice. These 
‘loss leaders’ are articles often sold below cost to the 
merchant for the purpose of contracting trade. This 
practice results, of course, either in efforts by the mer- 
chant to make up the loss by charging more than a 
reasonable profit for other articles or else in driving 
the small merchant, with little capital, out of legitimate 
business.” 

“This declaration against the use of ‘loss leaders’ by 
the storekeeper does not prohibit him from selling an 
article without any profit to himself. But the selling 
price of articles to the consumer should include an al- 
lowance for actual wages of store labor, to be fixed and 
published from time to time by the trade authority 
herein established.” (Later this allowance on top of 
the cost price was set at 10 per cent as coverage for 
labor.) 

Most excellent provision of the retail code. Per- 
haps the “loss leader” has disappeared as a bait item 
in the majority of stores but what do you think of a 
practice where a small retail shoe merchant, selling 
his shoes at regular prices, discovers that identically 
the same shoe, detail for detail, is sold by a volume 
distributor at retail at a price below the cost of that 
shoe to the little retailer. This practice puts the “loss 
leader”—not in the little merchant’s window but in 
his neighboring volume shop’s window. 

May we give an example. If you take a live lobster, 
put it in cold water and then proceed to boil it, the 
lobster dies without knowing what happened to him. 
If the small merchant buys shoes—at such terms— 
identical in style, design and detail to those sold in 
the volume store and huge department outlet, there 
can be no other end than a slow unknowing death to 
his business. The end will creep up on him because 
he is totally unaware of the slow boiling away of his 
trade. When a small shoe retailer discovers a shoe 
that he is showing in his window has been made by 
the same manufacturer for sale at retail in volume 
at such a difference in price, then he changes from 
lobster green to violent red and writes to us about it. 

A number of merchants have written and one in 
particular, whose letter is before us, states that it is 
cheaper for him to go and buy the same shoes at re- 


BY 


tail from the volume outlet in his town than it is for 
him to order that shoe from the factory and pay the 
express charges. This may be an exceptional spread 
—greater than the 10 per cent which is normal in 
other trades—but let’s proceed with the example as 
we found it. 

In other words, precisely the same shoe, by the same 
manufacturer is sold in his little store and the volume 
outlet—with a “loss leader” advantage being all in 
the hands of the other fellow—for certainly the other 
fellow paid at least 30 per cent less than the retail 
price. 

The merchant up against that sort of competition is 
plain dumb if he doesn’t change his source of supply. 
The intelligent shoe retailer who has a small business, 
realizes that volume outlets are here to stay, and have 
a place that cannot be denied. The small merchant 
realizes,ealso, that there are other men—merchants 
like himself—who have a mental and capital capacity 
greater than one store service. Naturally this com- 
petitor merchant adds store after store and enjoys 
some advantage in purchasing power. 

It is so obvious that it needs no further explanation. 

That small retailer, if he is to live, must increase 
his abilities for selection. He must give to his 
public enough extra service to justify his price. He 
must develop the personality of his selection so that 
the public will prefer to buy from him than else- 
where. In fact, he has nothing more to offer unless 
he gives credit. 

The ethics of manufacturing distribution that de- 
livers to the small merchant the identical shoe at a 
wholesale price and at the same time services the huge 
volume outlet so that it in turn can sell the precise 
shoe at retail at the same figure needs no amplifica- 
tion. If the manufacturer serves both he should change 
his patterns and his grades of material so that this con- 
flict cannot take place in the same town. And if he 
is truly interested in the small merchant, he should 
not make so wide a spread between the small order 
and the large order. 

This is the most vital subject in shoe retailing today. 
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announces the 


Opening of a New Factory 


for the Manufacture of 


Tootwear Designed for Gracious Lining 


RIGINALLY established for the manu- 
O facture of Tupper Boudoir Slippers, our 
Brooklyn factory later also became the home of 
Tupper Sandals. 


The market demand for both these lines has 
become so great that it is no longer possible to 
adequately maintain production and delivery 
schedules. 


To solve this problem and to better our service to 
the trade, we are opening an additional factory in 
New York City, where Tupper Evening and 
Hostess footwear of high quality will be manu- 
factured. 


_Our increased facilities will enable us to provide 
excellent deliveries—finer quality—a wider range 
of authentic styles—and will offer to Tupper cus- 
tomers an even greater profit opportunity than 
ever before! 


You are cordially invited 

to see the complete Tup- 

per Fall Line with its 

striking designs, charm- 

ing color range and un- 

paralleled quality, now 352 41m AVENUE, NEW YORK,NY. 

on display at our modern . > Aer 2. 
i suk Mle ae Tootwear Designed for. Gracious Lining 


352 Fourth Avenue, New 
York. CUR BROOKLYN PLANT ... 25 LAFAYETTE ST. 
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JAM ERICA 


VITALITY HEALTH SHOES 


Through a Great National Program 


A consistent, aggressive campaign in five leading magazines 
... Ladies’ Home Journal, McCall’s, Good Housekeeping, 
Vogue, Photoplay... that reaches into 7,690,000 American 
homes ...a dominating promotional effort that pene- 
trates the most profitable shoe market in the nation. 


BIG CIRCULATION + APPEALING ADVERTISEMENTS 
COMPREHENSIVE SCHEDULE | 


To progressive dealers, this advertising set-up 
means opportunity for volume and profits:—the 
combination of a line of shoes that meets every 
requirement in its field for Smartness—Fit— 
Economy —Vitality ... with a promotional 


campaign that constantly increases its prestige. 


Added to this...a liberal mark-up...an unusual 
In-Stock Department...styleful shoes...extremely 
wide range of widths and sizes—and real 
quality that is consistently maintained, 


safeguard your confidence and investment. 


VITA 


MEN’S 
AAA to G 
Sizes 5 to 14 
$5and$6 


WOMEN’S 
AAAA to EEE 
Sizes 2 to 11 
" $6 and $6.75 


health 


(Ge | 
\. Health Shoe, 


aa 3 


These factors are true indications that Vitality 
Health Shoes will bring you increased business 
when your community knows that in your store 
a representative selection of styles and perfect 
fit may be had. 


This Fall, through your own local newspaper 
and display advertising, you can translate this 
national promotion of Vitality Health Shoes 
into direct sales for your Vitality department. 


VITALITY SHOE COMPANY * ST. LOUIS 
Branch of International Shoe Co. 


LITY , 


BOYS’ 
AtoE 
Sizes 1 to6 
$4 and $4.50 


CHILDREN’S 
Complete widths 
and sizes 
Priced to size 
$2 to $5 











Is there a proper place for a woman's 


work shoe—1!,700,000 pairs of feet 
needing the service given in men’s 
work shoes. Can women be taught 


the utility of a practical shoe—for 


the job? 
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UNTOUCHED 


THERE are over two and one-half million women 
employees in this country who are engaged in occupa- 
tions which require long hours of standing or walking. 
This is a vast army. Discounting that number of 
women confined to agricultural pursuits—for we are 
mainly interested in the inside worker—we are left 
with the robust figure of over one million seven hun- 
dred thousand,—still a vast army. We are primarily 
concerned with this latter figure because the woman in 
the field has at her service a type of shoe—modeled 
after the men’s—which may be definitely labeled “a 
work shoe for women.” 

Has the woman employee who labors in the mill, 
the cannery or the laundry, a shoe which is espe- 
cially adapted to the nature of her work? The 
answer is: No. 

A visit to one of the largest laundries on the Atlantic 
Seaboard revealed the amazing fact that the girls em- 
ployed at the presses, at sorting, and at every other 
occupation connected with the institution—all on their 
feet all day long—wore footgear which ranged from 
an old, worn out carpet slipper to the most “chic” of 
the modish open-toe sandal! Visits to mills, and talks 
with people in a position to possess first-hand knowl- 
edge of labor conditions, has proven conclusively that, 
in the main, the same conditions exist in these industries 
throughout the United States. 

In the phrase “in the main” lies somewhat of an 
optomistic note,—for there has been, on the part of 
labor and personnel departments, efforts to re-educate 
workers in the importance of proper shoes and to use 
influence to correct a rather deplorable situation. The 


A shoe recommended to employees of a large laundry. 

In order to bring a shoe within the workers buying 

capacity, necessary orthopedic elements have been 
sacrificed. 
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A BOOT 


and SHOE RECORDER RESEARCH 


29 


Into New 


SHOE FIELD Retail Markets for Shoes 


personnel department of a large, and well-known 
restaurant chain has made it compulsory for the com- 
pany’s waitresses to wear a low-heeled oxford. A 
large laundry has indicated an effort towards better- 
ment in this direction by the following statement in 
a pamphlet distributed to employees: “Special Energy 
—Arch Support—Working shoes may be ordered 
through the Hospital at wholesale cost. They may be 
paid for in two weekly installments. For measurements 
and further information concerning shoes, see Head 
of Hospital.” In other cases, too, there have been 
efforts—most of them mild—to influence the worker 
as regards her footwear; but these, in comparison with 
the lack of effort, are like a drop in a bucket. 


From the hygenic standpoint, now does this flagrant 
mis-use of footwear effect the worker? From an 
economical standpoint, what does it mean to the em- 
ployer? And, in view of the great number of woman 
workers—what, even—does it mean to the Govern- 

















An oxford similar to the type worn by all waitresses 

in a large chain of restaurants. The employees are 

obliged to wear shoes which answer these specifications: 
an oxford, low heels, black. 


ment? Here, surely, is a subject worthy of no little 
consideration. 


If, as many eminent orthopedists claim, “that feet, 
by reason of their location, in constant contact with 
weight resisting surfaces, by reason of the action 
of gravity and weight bearing functions, are the 
actual seat of fatique,” one may readily see that the 
toll of energy which is extracted from employees 
throughout the nation who wear impractical and 
unhealthy footwear, is staggering.. It would be 
interesting, if it were possible, to figure this loss 
in dollars and cents. 


Dr. Jacob Grossman, chief of the Orthopedic Clinic 
at Lebanon: Hospital in New York City, makes this 
statement: ‘The commonest cause of foot deformities 
and disabilities, as met with in industrial life, is poorly 
fitting conventional footwear. Of course there are 
other factors which tend to aggravate the symptoms, 
but the main cause is shoes which do not fit the feet 

















The woman in the field has a work shoe modeled after 
the men's. This shoe is popular in the Southland, 
where there is much "'pickin’ cotton." 


properly.” W. von M. Gerad, podiatrist, claims that 
85 per cent of employees are suffering of some foot 
disability affecting quality and quantity of produc- 
tion, and causing labor turn-over and accidents. In- 
cluded in this group were found to be such disabilities 
as; flat feet or pronated arches, abnormally curved 
arches, ankle valgus, deformed toes, bunions and 
inverted toe nails. 

It is interesting to note that the men in industry, that 
is, the laborers—possess these disabilities and deforma- 
ties to a far less extent than do the women. The reason 
for this is that in the larger majority of industrial occu- 

[TURN TO PAGE 54, PLEASE | 


Frieda S. Miller, Director Division of 
Women in Industry. New York State De- 
partment of Labor says: 

"It seems to me that with all the in- 
formation which the medical profession has 
made available on the importance of cor- 
rect posture as a condition of general good 
health there could be no question that 
proper footwear is a matter that cannot 
safely be disregarded by women whose 
work requires that they stand for all or a 
large part of their working hours.” 











When you select Evans Kid Leathers you 


are indulging in the smartest kind of econ- 





omy, for Evans Leathers have an enduring 





“natural beauty” that adds immeasurably to 





the life and appearance of a shoe... and a 





flexibility which gives soft yet adequate 





support to the foot. That is why so many 





successful manufacturers and dealers choose 





them. It is an assurance of customer satis- 





faction... and repeat business. 








EVANS and COMPANY 
Camden, New Jersey 


JOHN R. 
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ONE GREAT BIG, FRIENDLY 
SHOE MEN HE HAS KNOWN FAMILY 


So unique that it undoubtedly is the only thing of its 
kind in America or in the world, there hangs in the 
office of Will Knight, in Portland, Oregon, a frame 
22 inches wide and 52 inches high, within which this 
widely loved shoe man has gathered and mounted 
pictures of his friends in the trade. 
Altogether there are just about 500 persons now 
honored with a place in this quite remarkable collec- 
tion—not that that includes all of Will Knight’s friends 
in the trade, for they are legion. But the collection 
does include the faces of many famous old timers as 
well as a lot of the leaders in the shoe industry of the 
nation today. And a lot of regular ordinary shoemen, 
too, for it is a peculiarity of Will Knight that his greet- 
ing is just as cheery, his consideration just as sincere 
and his heart just as wide open for the young man and 
the small man in the shoe business as it is for the big- 
gest of them. 
Big man or small man—it makes no difference—there 
is something wrong with one who comes to Portland 
and fails to call on Mr. Knight and genuinely enjoy 
that call. And this frame, containing the pictures of 
500 shoemen, is always an object of interest. Many 
find their own faces already in the group. If not, they 
are certain to find a lot they know. But let’s listen to 
Mr. Knight’s own story of it: 
“Years and years ago I commenced to take account 
of what in each day gave me the most happiness and it 
was not long until I was convinced that it was my 
contact with people.” 
““Well—what people?” 
“I liked them all—athletic club, Y. M. C. A., rowing 
club, Elks, yacht club, Chamber of Commerce, advertis- 
ing club, Rotary club and so on down the line—wonder- 
ful fellows to meet. But somehow or other there was 
always something a little different when it was a shoe- 
man, cobbler, manufacturer, traveling salesman, shoe 
publisher or correspondent, department store or chain Will Knight of Portland, Ore., and his ex- 
store manager, stylist, specialty man or salesman on 
ths Boor. traordinary gallery of friends in the shoe 
ve trade. There are 500 photographs in this 
| ALWAYS feel when I contact any of these latter 
that there is almost a blood tie between us—all living 
with the same real object and interest in life. And as Knight in the course of many years. He 
the years roll by I find there is in the soul of most of 
them something which to me is the true spirit of the 
shoe business—a love of the craft and a fraternal frame is 22 inches wide and 52 inches high 
interest in each. other. ‘ ‘ ee , 
“So I say all in the shoe industry are of one friendly sok tenes Te Mee SNES eee, anaes 
[TURN TO PAGE 48, PLEASE] of interest to his many visitors. 


extraordinary collection, gathered by Mr. 


knows them all and counts them friends. The 








chek te your tae... 
that's the story behind WAPPY HEELS 


three. We make hundreds of moulds. We have de- 


How does the story go? From every last we make 
a steel mould which duplicates it exactly. Around 
that steel form, in our own unfailing precision 
_machines, we fashion a Spaulding Counter to fit 
the last at every point — outside and inside, heel- 
seat and quarter — and shank and arch, too, ‘lita 
the counter goes that far. . . . It takes men, equip: 


ment and experience to make 


veloped our own machines to form the counter itself 


. — machines which represent the highest degree of 


perfection yet reached in this field. In short, our ex- 
perience and resources are without a parallel. You can 
rely on us fora happy ending to the story —in coun- 
ters whose perfect fit, assuring “happy heels’, will 


help you maintain and increase 


that counter fit. We have all the business you have built. 


SEAULDIN G' 


Counters 


North Rochester, N. H. 


OF THE SHOE MEANS SO MUCH AND COSTS SO LITTLE 





Loive your customer 


what she really wants 


a COMFORTABLE SHOE 
Spaulding Counters give greater assurance of comfort. Their 
pater flexibility and perfect fit protect your custo 
blistered heels. 


OE 
fibers help enormously to g 
@nely tapered edges 
ig & backseams¢ 


and yr 


She wants a REASONAY RICED : 
Spaulding Coufié stitute pe largest single 
improvement you Cai i ke.in yo without disturb- 
ing your prices. : : 


Spaulding Counters assure orate ga Paced pag ak. 


straight backseams—perfect bal- “4 ; 
ance — longer wear — because anced shoe—run-down heels 
they're made to fit! and repair bills for your cus- 


What they really want in a shoe are just those quali- 
ties which Spaulding Counters help to give. Why not 
keep them satisfied by making sure that they get them. 
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nan 2 = = <« 


Se fe ee ee 


BOOT AND SHOE RECORDER, August 18, 1934 


THE STETSON SHOE SHOP.... PITTSBURGH, PA. 


That Sells 


QUALITY 


WELL planned and effective, but not elaborate, was 
the window maintained by the Stetson Shoe Shop, 518 
Wood Street, Pittsburgh. The window was of course 
devoted to the sport shoe, and it had a healthy effect 
upon sales during the season, R. Bruce Murphy, man- 
ager, found. 

The idea behind the window, as conceived by the 
manager and K. P. Blank, the trimmer of the window, 
was this: 

When selling quality merchandise, suggest the quiet 
elegance of excellent materials and workmanship by 
a beautiful and artistic background. Show enough shoes 
to appeal to the tastes and interest of every prospective 
customer, but do not confuse the window gazer with 
too many shoes. 

A glance at the window, as pictured, will show no 
two pairs of shoes contending for the eye of the be- 
holder. Each pair can be viewed separately and com- 
pared with other shoes, or with the clothing and hosiery 
worked into the display. Room was also found for white 
shoe polish, which is visible but not conspicuous. 


When Selling Quality Let Your Window 
_ Suggest Excellence of Material and 


Workmanship of Merchandise It Displays 


The window is in three sections, making possible sep- 
arate displays in each section and affording an oppor- 
tunity to plan trims that carry the immediate appeal of 
timeliness. The background is fashioned from beaver 
board, and the fixtures are of beaver board blocks cov- 
ered with corrugated cardboard tinted medium brown. 
The two end sections are convex and the center square 
was painted a light shade of green, trimmed with one- 
inch silver molding. The floor is covered with artificial 
grass. 

While department stores have made use of displays 
of sports wear in connection with shoe windows, this 
Stetson window gives an example of the value of such 
combinations for the shoe shop. The management of the 
Stetson shop feels that the clothes in this window have 
a sales appeal because they convey an impression of 
studied good taste, and individualize each style of shoe. 
The three sections of the window can be used to sep- 
arate different price shoes on display, and also different 
kinds of shoes in use each season, such as street shoes, 
dress shoes, walking shoes, and so on. 
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ENNA JETT 
BIG GUN 





BIG BERTHAS OF ADVERTISING 
WILL PREPARE THE WAY FOR 
LARGER ENNA JETTICK SALES 


with a concentrated barrage 
of sales ammunition 


August 20th is the zero hour when the full page 
ads begin to appear. The September issue of the 
Woman’s Home Companion; the August 25th 
issue of the Saturday Evening Post; September 
1st Vogue; September issue of The Instructor; 
The October issue of the Ladies’ Home Journal. 


PLUS ane air torces 
o RADIO!... 


Every Wednesday Evening at 10:00 P.M., Eastern Day- 
light Saving Time (Standard Time beginning October 
3rd), over the NBC Network—ENNA JETTICK will 

resent DENNIS KING AND THE ENNA JETTICK 
ORCHESTRA (16 pieces) —sending forth a sales-com- 
pelling program that will make millions of women 


want to wear 


| America’s Smartest Walking Shoes 
“You Need No Longer Be Told That You Have An Expensive Foot’, 


When writing advertisers please mention Boot and Shoe Recorder 
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and...back of itall... The NEW 
FALL ENNA JETTICKS 


e 

A line of shoes that will appeal to all 
types of women. Now, in addition to 
their famous fitting qualities, Enna 
Jettick Shoes possess fashion rightness. 
They will crack the field wide open for 
you, making most of the women and 
growing girls in the country potential 
customers for Enna Jetticks. 


Add your direct shots 
to the bombardment 


WITH NEWSPAPER ADS—mats 
which we supply, tying up with our 
national campaign in a direct selling 
“here-it-is” manner. DIRECT BY MAIL 
FOLDERS—imprinted with your name 
featuring the same shoes featured by the 
national advertisements. DISPLAYS— 


yA, 
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for your windows and shoe department 
—designed to hit home. 
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ALL AMERICA will hear 

ALL AMERICA will see 

ALL AMERICA will demand 
RETAILING AT 


$5 and $6 America’s Smartest 
180 sizes and widths Walkin g Shoes 


1-12 AAAAA-EEE 


ENNA JETTICK SHOES wc. svourn, x.y 


When writing advertisers please mention Boot and Shoe Recorder 








Field 


N excellent taste is the Customers’ 

Courtesy Card sent by the La- 
Torra Shoe Company, Boulder, 
Colo., previous to a sale. 








We extend to you the courtesy of making an carly selection of Sale Shoes 
before we make & public announcement of our 


Mate Pscaccseg ale 
oo Gono Sostacen 


Make Your Selections NOW. avoid the crowds and enjoy « larger variety 


_ - Tome Shes Capen 
Hanae aes 


—=_=_=_—=_=_=_=——————————————SS>="ana———=|" 











Though a common government 
postal card is used, printing is in 
green, attractive lines provide a 
dainty decoration, and a form of 
script type used for part of the text 
gives an invitation-suggestion to the 
announcement. 

The cards are received by good 
customers before the sale is an- 
nounced publicly, thus giving 
ample time for selections to be 
made while stocks are still com- 
plete, and store not overcrowded. 


oft 


5 gues at the pictures!” is a soft 
command that will quiet al- 
most any child, says Mrs. C. K. 
Kendall, in charge of the children’s 
shoe department of Titche-Goet- 
tinger’s, Dallas, Texas. 

“Tiny children come in scream- 
ing and kicking, frightened, per- 
haps, by the elevator, wearied 
beyond endurance by hours of 
shopping with Mother. I point to 
the walls paneled with large pic- 
tures in bright colors. Almost 
invariably the child looks, forgets 
his woes as he gazes at Cinderella 
trying on the slipper or William 
Tell shooting the apple off his little 
son’s head—and I quiety slip a 
shoe on his foot.” 
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OTHER 
PEOPLE'S 


By HARRY R. TERHUNE 


IDEAS 


Editor, BOOT AND SHOE RECORDER 


Once the children become inter- 
ested in the pictures they ask so 
many questions that Mrs. Kendall 
is convinced she has to know as 
much about the pictures and the 
history of shoes, as about shoe- 
fitting. 

The Titche-Goettinger children’s 
shoe department caters to tiny chil- 
dren and to girls up to 14. Because 
of the danger of making it appear 
too childish for these older chil- 
dren, the comfortably padded seats, 
though a little lower than in the 
grown-up section, are still not too 
low for mothers, and girls in their 
early teens. 


OFFI 


ECTION racks holding 120 pairs 
of shoes are utilized by 
Howard’s Bootery, Provo, Utah, to 
sell extra pairs of shoes to women 
shoppers. The racks display items 
in the $2.45 and $2.95 price class, 
and store manager Howard Johns 
has found that he can sell about 15 
per cent of his customers who are 
buying in the upper price ranges 
on the idea of buying a “knock 
around pair” from the display. 
The section racks were made by 
knocking out the shelves in four 
sections on each side directly oppo- 
site the seats. Into the opening 
Johns has built two bars running 
the length of each section. Each 
pair of bars are spaced a shelf 
space apart, and the top bar is four 
inches higher than the bottom one 
of the pair. Shoe heels are hung 
over the top bar, with sole resting 
on the lower. Thus, instead of 
viewing boxes as she buys, the cus- 
tomer sees an open display on 
various items. Each section is 
topped by a large price tag in 
strong color, and the salesman calls 


attention to these “bargains,” 
(t4 ” . ° 

close-outs,” etc., after making his 
sale and before the customer rises. 


Ori 


BE BENDER, buyer for the 

men’s better shoe department 

on the main floor of the May Com- 

pany’s Los Angeles store, is strong 

for the type of glass wall display 

cases found in his department above 
the low-wall shelving. : 


The shelving in this department 
is about 5 ft. high and the inclosed, 
illuminated, glass display cases 
above that about 3 ft. high. “Those 
are in line with the customer’s eyes 
when he is sitting waiting for serv- 
ice or when being served for that 
matter. He has something good to 
look at. They are likewise visible 
from other departments and I think 
they are practically as good as show 
windows, for that is about what 
they are, only they look into the 
store instead of out of it as show 
windows do. They are kept just as 
carefully trimmed as show windows 
and give us opportunity to build 
up catchy ensembles such as golf 
outfits and give us a chance to play 
up new or ‘hot’ numbers. In other 
words they give real ‘feature’ op- 
-portunity “which too many inside 
display arrangements do not. We 
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FACTORING 


keeps your money in motion 


FAR too many shoe manufacturers are under 

pressure for operating capital because a 
large part of their funds are used to carry out- 
standing accounts. 


ORTUNATELY, this situation can be avoided 
through factoring. 


BY using the service of Commercial Factors 

Corporation manufacturers, in addition to 
being guaranteed against credit losses, obtain 
cash immediately as goods are shipped — yet 
their customers are extended regular terms. 


rT ready cash makes possible a more rapid 
turnover of working capital, thereby stimu- 
lating production and profit-making opportu- 
nities. 


Your inquiry will bring 
complete information— 


COMMERCIAL FACTORS CORPORATION 


TWO PARK AVENUE... NEW YOR K 








FRED’K VIETOR & ACHELIS, INC. SCHEFER, SCHRAMM & VOGEL PEIERLS, BUHLER & CO., INC. 


Established 1828 Established 1838 Established 1893 

















When writing advertisers please mention Boot and Shoe Recorder 





have sold a lot of merchandise 
through the appeal of those cases.” 


OP! 


M. HIRSCH, manager of the 

- Forsythe store in Newark, 
does a remarkable job on handbag 
selling. He attributes his success 
to: (1) The popular price ($1.00). 
(2) Window displays. (3) Interior 
display. (4) Method of floor sell- 
ing. The majority of handbag sales 
are “from the street” and his sys- 
tem of suggestive floor selling gets 
the rest. A customer is never ap- 
proached on the subject of hand- 
bags at the fitting stool. The 
check for the shoe sale is made 
out at the handbag counter and 
while the customer is waiting, hand- 
bags are suggested. He does a 
good job on hosiery also, averag- 
ing 75 per cent hosiery sales to 
shoe sales. 


OP; 


OOPERATING with the Rocky 

Mountain Climbers Club, very 
active organization during the 
Summer months, Smith Shoe Co. 
printed cards bearing schedule of 
hikes and frys on one side, an ad- 
vertisement of its complete line of 
sports footwear on the other. The 
tie-up was a happy one, inasmuch 
as mountain hiking requires a type 
of footwear few Summer school stu- 
dents and tourists from the East 
and South possess. The schedule 
cards are given out to all interested 
in climbing, thus reaching the best 


of prospects. 
OPI 
\W/ f Seniesa who op- 


* erates successful shoe 
(Walk-Over) a Santa Monica, 
Cal., has arranged the chairs in his 
store with the special thought of 


making room for parking the kid- 
dies and the parcels. While there 
are two rows of chairs placed back 
to back yet in each of the two rows 
every second chair is left out, the 
chair-width spaces thus left alter- 
nating with like spaces in the other 
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ow. “While we get only half as 
many chairs in the same area,” says 
Mr. Reynolds, “yet the arrangement 
gives every woman a space at the 
side of her chair to park all her 
parcels while being fitted or it gives 
a place for a child to stand with- 
out being in the way and yet being 
close to its mother. 

This chair arrangement has had 
a very definite bearing on the de- 
velopment of our children’s shoe 
business. It has made our store 
more of a stop-in place. The idea 
naturally would not apply in a 
store where space is extremely lim- 
ited, but it could easily apply in 
the great majority of the smaller 
stores.” 


OPI 


D D. QUIST, buyer of shoes for 
- Harris and Frank, large Los 
Angeles men’s store, thought so 
much of the catalog one manufac- 
turer got out for the representa- 
tives that he ordered about 20 cop- 
ies and placed them in. high-class 
barber shops, club rooms, and 
other places where men who buy 
good shoes congregate. Naturally, 
the Harris and Frank stamp was in 
all such catalogs. It so happened 
that the catalog in question was 
the type to appeal to men, for it 
carried a series of he-man pictures 
in colors. Observation showed that 
the average man sitting down to 
read got as much kick out of this 
catalog as he did from any maga- 
zine on the desk. Just another way, 
Mr. Quist feels, of tying in with 
national advertising at small cost. 


OP! 


pees kiddy who visits.the Kid- 
ville Circus at Volk’s, Dallas, 
receives a free balloon as souvenir. 
A further use has been found for 
the balloons now. Boxes of them 
are kept in the Green Room, base- 
ment store, and in the men’s and 
women’s shoe departments on first 
and second floors, respectively. 
When mothers or fathers come in 
with young children, a salesman 
walks over to the balloon box, se- 
lects one and blows it up, and then 
puts it on a string and hands it to 
the child. The balloon keeps the 
child entertained until mother or 
father is through shopping. 


18, 1934 


ATISFYING one customer was 
the means of Julius H. Kuehner 
making a nice little sale. He is 
manager of the shoe department 


JULIUS H. KOEHNER 


for Hy. Weilbacher and Sons, “The 
Largest Department Store on Route 
3, Columbia, III.” 

Columbia is a smart town of 
1750 population. The store car- 
ries a complete shoe stock for men, 
women and children. In fact, Mr. 
Kuehner is rather proud of the job 
he is doing there. He ties up with 
the Peters Shoe Co. in using their 
concentration plan and says that 
this keeps his stock clean and bal- 
anced at all times. 

A recent happening illustrates 
the resourcefulness of his stock and 
connections. A customer who has 
a very abnormal foot required a 
special built shoe with an extra 
heavy shank and an extended 
counter to give special support and 
extra comfort to his foot. After 
receiving all the necessary infor- 
mation, Mr. Kuehner tells me, the 
Peters Shoe Co. made such a satis- 
factory pair of shoes that the cus- 
tomer ordered nine more pairs. 
This made a nice sale for the house 
and resulted in a most satisfied 
customer. 

Kuehner has always taken a 
great interest in shoe fitting and 
has taken different courses, includ- 
ing the Dr. Scholl school in Chi- 


cago. 
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AN ADVERTISEMENT BY THE 
ROBERTS, JOHNSON & RAND 
BRANCH OF INTERNATIONAL SHOE CO. 
ST. LOUIS, MO. 


IS YOUR INVESTMENT IN “tala 
SHOES A Parra ONE “ YES, VERY MUCH SO. WITH 


| THE POLL-PARROT LINE, 
I'M GETTING A GOOD MARK- 
UP, FAST TURNOVER AND 
BUILDING MY VOLUME. 
INVESTIGATE THAT LINE. 
THE ROBERTS, JOHNSON & 
RAND PEOPLE HAVE SOME- 
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National Shoe Retailers 


ASSOCIATION NEWS 


AND TRADE VIEWS 





Style Protection 


“Retailers Owe a Debt of Gratitude to the 
Shoe Fashion Guild,’ Says President 
M. A. Mittelman of the N.S.R.A. 


HOE retailers throughout the country 
S are taking a critical interest in the 

originality of shoe designs. They are 
now demanding not only that styles be 
up to the minute, but also they be authen- 
tic and original—“the product of the 
manufacturer’s own fashion laboratory.” 

President Mittelman of the National 
Shoe Retailers Association, in a statement 
in regard to the protection of original 
shoe designs by the Shoe Fashion Guild, 
contends that the shoe retailers of America 
owe a distinct tribute to the guild for its 
work in defending style creations against 
piracy. Mr. Mittelman says: 

“Since the inception of the Shoe Fash- 
ion Guild several months ago, tremendous 
progress has been made in the fight against 
style piracy. Manufacturers of all grades 
are now endeavoring to originate their 
designs, and this cooperation is evidenced 
to the extent that there are fewer copies 
on the market today than ever before— 
and retailers demand this protection. 

“The menace of having patterns copied 
in underpriced lines was causing tremen- 
dous losses to retailers all over the country. 
Mark-down followed mark-down as quickly 
as copy followed original. It was a fight 
to the death, the death of PROFITABLE 
RETAILING. This fight was taken up by 
the Shoe Fashion Guild, and the industry 
at large—both manufacturers and retail- 
ers—owe to the guild a debt of grati- 
tude . . . and I, as the president of the 
National Shoe Retailers Association, con- 
gratulate them on their unparalleled suc- 
cess and wish them a long and successful 
life, for they have brought new life to 
creative ability which was struggling in 
the death grip of style piracy, and the 
guild bids well to better the industry at 
large, and MAKE RETAILING FAR 
MORE PROFITABLE.” 


MEMBERS! 


You need your association to fight 
threatening governmental and state taxes 
and to give you up-to-the-minute interpre- 
tations of trade trends. 

Your association needs the whole-hearted 
support of every retailer in order that it 
may conduct its campaigns against eco- 
nomic and legislative troubles, in order 
that it may stage its style forecasts and 
convention that it may make its studies 
and researches and issue its bulletins. 





Red Hot Tips for Retailers 


GENERALLY SPEAKING . . . retailers are always overstocked by from 
10 to 50 per cent. 

Ways to correct this are: on make-up shoes, endeavor to anticipate not 
more than six weeks in advance; three weeks anticipation would be a better 
period if delivery can be acquired. In this way, you can anticipate your 
wants better from the standpoint of public demand, size, style, color, etc. 

Never deviate from this point when your factory source of supply is being 
sold up, but do not allow this condition to stampede you into over-buying. 

BUY TO YOUR NEEDS ONLY ... as the elements of risk in the distribu- 
tion of shoes are entirely too great to anticipate your wants to any greater 
extent than is absolutely necessary. 

* * * 

Heels are lower—-does it mean that feet are sorer? Or does it mean a 
new era of common sense shoe buying. 

* * * 

Sub-standard grades of “Skeletonized” shoes are ruining the feet of Ameri- 
can women and because of the elimination of shoe materials are injuring the 
basic production industries. The A. Stein Co. recently sent a letter to 35,000 
retailers protesting against styles that tend to destroy business and which 
seriously concerning tanners and shoe manufacturers. You as retailers 
should heed this message—some for cheap sandals that fit poorly; bind 
the feet and cut the toes . . . and that is not all; they cause dissatisfied cus- 
tomers and distorted feet. * * # 


According to the Bureau of Census retail business has shown a marked 

increase along with retail payrolls and retail employment. 
* * * 

Manufacturers of fine standard merchandise in all grades are enjoying 
an unusual volume of business at the present time, but the scavengers, with 
no set standards of quality and with no price policy, are as ever ready to 
slit one another’s throat with a rusty knife in order to get business at any 
price. * * # 


Inferior grade leathers, improperly tanned, are being made into shoes. 
The tanners in this country are capable of producing the finest finished 
product known to the craft, but they are only delivering what they are paid 
for. Consumer price pressure is forcing sub-standard grades. Tremendous 
quantities of inferior grade shoes, poorly made and poorly fitted, are also 
the result of consumer price pressure, as the price being paid does not allow 
for fine manufacturing standards or retailers fitting service. 

* * * 
Quality standard in shoe making is at the lowest ebb in a decade! Why? 


* * * 


Important trade factors are amazed at consumer demands and their 
acceptance of sub-standard merchandise—what about the health of the 


wearer ? 
JOHN J. HOLDEN, Mgr. 
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Association 


Service Center For Retailers 
3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 





Vital Statistics Wanted 


O complete our annual survey we need your cooperation in the 
Annual Inventory Analysis. 


Please go over your books and send us the facts—your name 
need not be affixed—and even if you do, it will be kept absolutely 
confidential—your helpfulness will contribute to a necessary com- 
pilation vital to the betterment of shoe retailing. 


For the general advancement of good shoe retailing, our 
National averages are compiled from these reports. The more 
reports received, the more accurate and representative will be 
the final figures for the year. Do your share and you will have J. GORDON ; McNEIL 
the satisfaction of knowing you had a part in building these final N.S.R.A. Director 


figures. A leader in retailing who is 


always available in fellow mer- 
chant service. 


N.S.R.A. Educational Shoe Service 


Population 

Individual Store Total Sales 1929 $ 
Department Store Total Sales 1930 $ 
Chain Store Total Sales 1931 $ 


Retail Price Range Best Selling Price 
Date of Inventory Men’s Form $ 


9 9 
Women’s Form $ Women’s $ 


EXPENSE ANALYSIS 


(1-a) Selling Salaries 

(1-b) Other Salaries 

(1-c) Proprietor’s Salary 

. Total Pay Roll (Add a, b, and c) 


. Advertising 


. Interest 


. Heat, Light, Power 

. Insurance 

. Depreciation Store Fixtures 

. Bad Debts 

. All Other Expense 

. TOTAL EXPENSE (Add Lines 1 to 10) 


Se AnrTnNtnAaunFwond 
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Meson Hollywood... 


By J. EDWARD TUFFT 


JEAN HARLOW 


has some new ideas on colored 
toe nails. 


THE newest in toe nail tinting has 
been introduced by none other than 
Jean Harlow, MGM star, who has 
reversed the order. Jean is now 
tinting the edge of the nail, for- 
merly left natural, and leaving nat- 
ural the main area of the nail for- 
merly tinted, the portion tinted, as 
formerly, matching the costume 
high lights. Sheer hose on the 
Boulevard reveal a budding ten- 
dency to follow suit, but time tells. 


* * * 


TINY wrought gold bows tied in 
a Grecian knot, one on each foot, 
matching in design her ear-rings 
and necklace, give a final touch to 
the lovely new black kid pumps 
worn occasionally these days by 
Ann Harding, RKO star. The “rib- 
bons” of gold tied to form the bows 
are about 14-in. wide. The heels are 
high and the design plain. Hose of 
cobweb sheerness offer no compe- 
tition but rather emphasize the ele- 
gant conservatism of these slippers. 


AL GUDE (who gets his share of 


Hollywood business) says that 
Shakespeare—or was it Jim Cor- 
bett?—had the right slant when he 
sprung that one about “music hav- 
ing power to soothe the savage 
breast.” Accordingly Al has install- 
ed an all-floor broadcasting outfit 
in his new store and uses Jesse 


Crawford pipe organ records to 
take the jitters from assembled 
nerves morning and evening. Al- 
ready, he says, ruby tinted streaks 
are relieving the pattern of Blue 
Monday! 


* * * 


MAE WEST, who has made it her 
private business to chase sharp- 
pointed bones back under cover 
where they belong, is tripping out 
these days in plain, tailored, black, 
high-heeled, Colonial dress-pumps 
with Rhinestone trimming. On stage 
in “It Ain’t No Sin” she wears a 
pair of slippers whose large 
buckles have a ruffled trim of the 
same material as her gown. 


* * * 


A MAN dropped into a well- 
known Hollywood Boulevard men’s 
shoe store the other day to do a 
little telephoning. He chose that 
store because he could use the 
phone there without having to feed 
a nickel into the thing to make it 
work. That man a few years ago 
drew such a large pay check that 
the bank teller had to get help to 
stab it onto the spindle. Now, in 
stranger times, a $25 clerk in the 
shoe store felt as sorry as the 
dickens for the poor chap. 


* * % 

JESSE ADLER, director of the Na- 
tional Shoe Retailers Association, 
said while in Los Angeles that men 
are becoming more shoe conscious. 
Men have always been conscious of 
their wives’ shoes, that’s history, 
and for two years and more now, 
even in Hollywood, a great many 
men have been conscious of the 
shoes circumstances made it seem 
necessary to wear. One fellow 
speaks up and says he would be 
more comfortable in an uncon- 
scious condition. 


HEAVILY starched Brussels net 
sandals with low heels and but one 
strap, white as the driven snow, 
make up part of the favorite off- 


stage costume of Dorothy Lee, RKO 
star, right now—at least, that is the 
happy word of those who glimpse 
her tootsies as she speeds to her 
work. She is starring in “Cockeyed 


Cavaliers.” 
* * * 


TED HUGGINS, over at Pasadena, 
but well known in Hollywood, re- 
cently sold two pairs of practical 
pumps to a foreign Duchess, then 
just to show just what he could do, 
he outfitted the women folks from 
the family of an erstwhile competi- 
tor. 
* * * 

SINCE bags now claim such close 
relationship with shoes it ought to 
be in order at this time, ladies and 
gentlemen, to mention Jean Har- 
low’s new sports bag of which she 
is justly proud. It is made of nat- 
ural linen with a clothes line han- 
dle and trimming, while an old- 
fashioned clothes pin enameled in 
brilliant colors slips through a loop 


DOROTHY LEE, 
diminutive star wears smart mesh 
sandals. 


and keeps the flap in place. Maybe 
the Irish washerwoman was right 


after all! 


ESTHER RALSTON, whose attire 
is proverbially correct is especially 
emphasizing the open-toe sandal for 
afternoon wear these days, wearing 
such sandals with the accompani- 
ment of the sheerest of sheer hose 
with the occasional glint of hap- 
pily-tinted nails. 
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s gown TO THE Woop: 





AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[8] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
3 this feature. The last is grooved so that the insole saddle 
fits perfectly into the recessed section of the last. 
[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
practical value in the shoe. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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BUSINESS 
PHILOSOPHY 


MAX H. BLOCK 


is only thirty-three years old. He founded his 

shoe business in Seattle, Washington at the 

tender age of twenty-two. He now is sole 

owner of four retail shoe stores in Seattle, as 

well as one in twelve important cities in the 
North Western Empire. 


From school to shoe store proprietor in one 

jump, then to become the active head of sixteen 

| prosperous shoe stores within eleven years is 

; proof positive of the business ability of this 


MAX H. BLOCK 


GREATER expansion than ever is now planned by 
Max H. Block, retail shoe merchant of Seattle. 

Right now he is the head of a chain of 16 shoe 
stores linking the cities of Washington and Oregon. 
Proof that he is on the right track in the management 
of his chain lays in the fact that the group is steadily 
growing. 

In an interview, Mr. Block stated that he has made 
plans for the development of his chain by going into 
a number of other western states with new links in 
the near future. Not only that, but plans still in the 
formative stage call for the extension of the Block 
stores well into the East. 

New stores of this fast-growing chain are to be 
established in the States of Idaho, Montana, Califor- 
nia, Colorado and Utah. Many new outlets are to be 
established in the very near future. These will be in 
addition to the present network of 16 stores in the 
principal cities of the two northwest states. In many 
cases in the neighboring ‘states, negotiations are well 
under way, sites are being considered and leases being 
negotiated for this vast expansion program. 

Launched less than 11 years ago, the Block chain 
has won phenomenal success. 

From the original store with a $50 a month rental, 
began in November, 1923, to the present status is a 
story for the book. This original store started by 
the 22-year old Block as proprietor accomplished 
doing a total retail shoe business of some $60,000 the 
very first year. He gradually built his business up, so 
that he now has a group of 16 stores that is already 
accounting for a volume of shoe business in excess of 
a million dollars a year in popular-priced shoes. 


young, yet able retail shoe merchant. 


FRONT .... BLOCK SHOE STORE 


Shoes are carried for all members of the family, 
from the little children right on up to the grownups. 
All this business is concentrated in the low-price field, 
the retail prices ranging around $1.99, $2.99 and $3.99. 

Block is a great believer in newspaper advertising 
and has built up his business on this basis, using both 
evening and morning papers in placing his message 
before the public. 

It is his intention to open stores in every city of 
15,000 and over in the northwestern states. The stores 
not only carry a complete line of shoes, but feature 
hosiery and all accessories which go to round out 
modern retail shoe selling. 

The latest store to be opened in the Block group is 
the one in Spokane, Wash. Pictured here are two 
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"It is much more important that you should know the philosophy of 
your customer than it is that you should know he can pay his bill."’ 


—William James. 


Of A Successful 
Young Merchant 


views showing the exterior (left) and the interior 
(below). 

New ideas in retail shoe store construction which 
first had their origination at the Century of Progress 
in Chicago have been incorporated in the decorations 
of this store situated right in the heart of Spokane’s 
retail shopping district. 

One of the features is the black carrara glass en- 
trance, a novel idea in decorative effect. The interior 
decorations of the store are of elaborate design and 
include complete wall to wall carpeting, as well as 
the very newest lighting effects. . 

During the three opening days, the new store was 
crowded to capacity. A great deal of credit for this 
splendid turn-out of customers and for the subsequent 
continuous steady business is attributed to newspaper 
advertising, according to general manager Harry H. 
Lappe, who had personal charge of the opening. 

In commenting on this, Mr. Lappe said to a repre- 
sentative of a local paper: 

“Never before in the history of the Block shoe stores 
has the volume of business on an opening sale been as 
large or sustained over such a period as that recorded 
at the opening of our Spokane store and I feel that 

[TURN TO PAGE 48, PLEASE] 


“Our stores were founded and are oper- 

ated on the premise that the family shoe 

store is a living vital necessity and that too 

much emphasis has been placed on the 
"specialty shoppe." 


"We have endeavored to give as much 

service as is consistent with minimum 

operating cost and feel that the customer 

is much more interested in value than in 

superfluous service. We further believe 

that cash business is still possible where 
value is emphasized. 


"Plainly stated, the old deal in the shoe 

business of honesty, courtesy and value 

rather than superfluous niceties is our 
merchandising code." 


MAX H. BLOCK 


INTERIOR....BLOCK SHOE STORE.... SEATTLE, WASH. 
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The Great Debate Is On 
Battle of Nous-IATPEIA 


[CONTINUED FROM PAGE 23] 


Doctor: “Why can’t a shoe be made 
on a Bal pattern that will be seamless 
and still be comfortable? Assume that 
this man wants a rather good looking 
shoe on a Bal pattern and that he has 
a large sensitive toe joint, of which he 
is conscious.” 

Retailer: “The simplest way would 
be to work out the shoe joint and then 
use shields.” 

Doctor: “No. The correct way would 
be to fit this man to a short vamp shoe 
if it must be a Bal. If this is done, it 
will bring the vamp of the shoe up front 
and relieve the pressure so that the 
throat will be so located at the ball as 
to clear the heads of the metatarsal 
bones.” 

“You know these very short vamps 
the girls are wearing are the most 
comfortable shoe for bunions, except 
for the high heels. The lasts over 
which these shoes are built are for the 
the most part fairly thick through the 
ball. The manufacturer of men’s shoes 
should observe this principle in his 
lasts. It seems to me that it would 
tend to make a shoe that you retailers 
term a ‘free fitter’.” 

Manufacturer: “The Doctor is now 
quoting the late Dr. Bradford of Bos- 
ton who taught that the wood of all 
lasts should be sufficiently full at the 
waist seam and partcularly high walled 
at the big joint. I believe if a last 
were thick at this point it makes no 
difference where the vamp comes. In 
other words, the last should be shaped 
like a lamb’s tongue. It is of primary 
importance to comfortable free fitting 
shoes that there is ample room over 
the heads of the metatarsal bones by 
reason of the thickness of the last at 
that point. It is not so much the width 
of the tread of the lasts as the thick- 
ness that counts for foot health. This 
is fundamental in so-called health shoes 
and very important in style footwear.” 

Doctor: “Mr. Manufacturer, most 
comfortable lasts should be designed 
for the foot in action. See the active 
athletic shoe lasts. The usual athletic 
shoe is laced down to the toe, and there 
is practically no tread. Men should 
wear short vamp shoes, as there is no 
pressure at this point.” 

Manufacturer: “Allowing your con- 
tention,—a short vamp shoe on a shal- 
low last can be as injurious to the feet 
as a longer vamp shoe. You must have 
the equivalent thickness of the foot, 
and then a little more at these pivotal 
points.” 

Retailer: “For twenty-five years 
manufacturers have tried to bring out 
short vamp shoes and have never suc- 
ceeded. They have been developed with 
spring insole and all sorts of ways, 
but they have never been more than a 
flash in the style pan.” 

Manufacturer: “The suggestion of 


short vamps from a health angle is 


something new to me. The trade must 
sell style, for if they tried to popu- 
larize the short vamps, say a 3%-in. 
vamp on an 8C shoe, it would be just 
impossible during. this day of pink- 
ings, perforations and wing tips. The 
appearance would be ridiculously 
short. Men prefer not to look ornate 
around their feet, especially with the 
wider cut trouser bottoms which pre- 
vail today.” 

Retailer: “Widths of trouser bot- 
toms do not have anything to do with 
the subject. There are plenty of sore 
joints which cannot be fitted to shoes.” 

Manufacturer: “I believe that there 
is ample room in the majority of lasts 
which follow the natural contour of 
the foot, that will allow not only for 
the freedom of the great toe joints, 
but give sufficient freedom to the heads 
of the metatarsals.” 

Doctor: “Do you know that if you 
hold the waist of the shoe back from 
the heads of the metatarsal bones, this 
releases the usual painful pressure?” 





Manufacturer: “I agree with the 
doctor that in the maintaining of the 
transverse arch, but disagree with 
him on his method of reasoning in re- 
lieving pressure from the metatarsal 
heads. I believe that the transverse 
arch should be held in place, but be- 
lieve in an innersole elevation, rather 
than forced side pressure to the extent 
secured by lacing the shoe, and hold- 
ing it there. Who can stand such a 
tightly laced shoe that will hold the 
anterior curvature? This method fre- 
quently results in a vacuum under 
the arch. Nor do I approve of the ef- 
fort of holding the arch in place by a 
side pressure or a too tightly fitting 
waistline in any last.” 

Retailer: “In fitting a shoe that has 
to be laced over the instep as you sug- 
gest, Doctor, how would you take care 
of an instep that was so sensitive as 
to require the shoe laced very loosely, 
yet the foot has an enlarged joint?” 

Doctor: “I would like to hear the 
manufacturer’s view before I answer 
your question.” 

Manufacturer: “In considering a 
problem of that kind, if chronic, there 
are two things to be looked at. In the 
first place the shoes on the shelves are 
built on so-called regular standard 
lasts which are ordinarily bunion lasts. 
When such a case arises, it seems to 
me, that it comes within the class of 
custom fitting, therefore, the: shoe for 
this individual should be made special 
to meet the specific requirements of 
such a foot.” 
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One Friendly Family 


[CONTINUED FROM PAGE 32] 


family. Daddy Gildersleeve, Andy Mc- 
Gowan, Bruce Wetherbee, Mr. Fyfe, 
Jim Orr, Martin Murray, Tom Scog- 
gins, Ken Chisholm and many, many 
others have proved that to me, and I 
am sure to many others who must have 
felt about it the same way. Don’t they, 
because of their friendly hearts and 
our friendship for them, still live? 

“Sure they do! Thirty years ago, 
when I started pasting in this frame 
likenesses of my shoe friends, little did 
I realize, as the years passed by, how 
much I would love and treasure this 
collection. If the collection were com- 
plete, instead of being about 500 I am 
sure it would be about 5000. How I 
wish it were!” 


Business Philosophy 
[CONTINUED FROM PAGE 47] 


our success was due largely to the 
reader interest of The Spokesman-Re- 
view by the majority of families living 
in Spokane and its retail trade area. 
“Newspaper advertising is, in my 
opinion, an economic investment for 
the merchant. In most of the metro- 
politan centers of the old world, where 
newspaper advertising is somewhat re- 
stricted, in many instances it takes 
from five to ten times longer to wait 
on a customer to make a sale than in 
those cities where newspapers are used 
extensively in cooperation with mer- 
chandising. This fact was forcibly 
proved at our opening. Everyone 
knew what they wanted and they 
wanted it quick, made their purchases 
and left, seeking other opportunities.” 





Starts Fall Campaign 


ForTH WorTH, Tex. — Beginning 
with the Fall opening, W. A. Harris, 
buyer at Washer Bros. is starting a 
campaign to get his patrons out of the 
habit of wearing one pair of shoes all 
day long, and for all occasions. He 
will sponsor and advertise shoes for 
exclusive morning, afternoon, or eve- 
ning wear. 

The morning shoes Mr. Harris has 
selected are strictly tailored, to match 
the tailored morning clothes, and are 
in sealskin, mandrucca and other rough 
leathers, in styles such as one or two- 
eyelet ties, exfords, and shoes which 
have the higher tongues. 

The shoes for afternoon wear Mr. 
Harris has selected are much dressier 
than the forenoon shoes. An afternoon 
shoe Mr. Harris will sponsor is a high- 
heeled “Cocktail” oxford which come: 
in colored crepes, something new in 
this section. 

Mr. Harris is expecting browns t 
be more popular this year than before. 
but blacks will lead with a probabk 
sale of 55 per cent, browns next with 
85 per cent and the other 10 per cen: 
divided among blues, grays, greens, ani 
beiges. 


BO 








BOOT AND-SHOE RECORDER, August 18, 1934 


49 





Bookkeeping made so simple that a high- 
school boy would have difficulty in making 
errers of entry. if he follows the guide 
written in every-day language. 


























































































































COMPARATIVE. 
come 
ran RECORD i se 
2 DAKY RECORD OF SaLcmEN ume. = ‘ANY GALLS COMPAMBON 
= = — eee Pee ee mm | eee [amen J ee = 
=\-— = 
= — 
— om. 




















































































































































































































i 
| } a a 
Ll 























































































































| 
MAIL THIS TODAY b>" 
| 


BOOT ax» SHOE RECORDER | 
| 
| 





MERCHANTS SERVICE DEPARTMENT 
209 South State Street—Chicago, Ill. | 


The Most Complete Record 


of Finances in the Most Convenient Form 





CONSISTING OF: giving you at a glance your net profits over any period 
Complete Decdhensing to date, and any detailed information you may require. 
ie— 
Daily Records— The least entries—the least work — 
Departmental Records— 
Comparative Statement of the least chance of confusion or error. 
Daily Record of Saleemen— Sales DAILY— Receipts 
Comparative Trial Balance— Sales Compar- WEEKLY— Disbursements NEW GOVERN. 
Cloth board loose leaf binder. ison Itemized Over- pe gg 
Cost of Sales ( MONTHLY head ACCURATE AC- 
$1Q-50 Complete Returns FIGURES Net Earnings a : v7 ' os 
PO Lica San IT SRST NSE SA RAS Meee aes | Fase 
Uniess 0.0.D. shipment” piaanegonn REFILLS IN 
is preferred. ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. STOCK. 





Merchants Service Dept. 
Boot and Shee Recorder 
209 South State Street 
Chicago, Ill. 


—Please send me the FINANCIAL RECORD, 
for which find check enclosed for $10.50. 


—Please send me sample sheets for inspection. 


NON a draguvecedécuddddceteciesasee 


CGO idiccesaccass fe CCE E CCE TET 


When writing advertisers please mention Boot and Shoe Recorder 





BOOT AND SHOE RECORDER, August 18, 193} 


“How nice 


they look inside!" 


Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


NI 


QE6.U.S.PAT.OFF. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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What's Doing In the Shoe World 


SATURDAY, AUGUST 18, 1934 





Look At Your Shoes, Then Look At Ours, Says Macy's 


LOOK AT YOUR SHOES THEN LOOK AT OURS 


BAI 


New York, N. Y.—A new display 
case designed for Macy’s Bargain 
Fashions Section which is placed near 
the elevator as you enter the depart- 
ment. It shows a slant-back mirror at 


the base where a customer can see 
her own shoes reflected, and where she 
may also see the new footwear styles 
displayed at the same time. 


Detroit Fall Opening 


DETROIT, MicH.—Detroit Retail Shoe 
Dealers Association held a luncheon to 
discuss and make plans for National 
Shoe Opening, Aug. 15. M. A. Mit- 
tleman, national president took an ac- 
tive lead in discussions. The Detroit 
Times is using special articles signed 
by “Joan Dean,” fashion expert. 
Leaders are asked to write or call the 
Times, and are then told where the 
types of shoes discussed and pictured 
are for sale. The cooperation of the 
newspaper with all advertisers is im- 
portant in securing a successful result 
here. 

The two other Detroit newspapers 
are likewise using special fashion arti- 
cles. Detroit shoemen are using news- 
paper advertising, stressing new styles 
in women’s footwear, as well as the 
more conservative changes in men’s. 
Fashion-right shoes are being stressed. 

Some radio advertising is being done, 
and Nathan Hack, of the Hack Shoe 
Company, is mentioning the shoe open- 
ing for all stores in his weekly radio 
talk as a foot specialist. 

A resolution supporting and em- 
phasizing the opening was passed and 
sent to the Michigan Retail Shoe Deal- 
ers Association to stimulate activity in 
towns throughout the state. 














Tanners Solve Drought Problem 


New York, N. Y.—The plan dis- 
cussed by the Tanners Committee and 
Government authorities on Aug. 6 
for the withholding of Government 
hides from the market until after the 
peak of the drought and crop reduc- 
tion killing and their subsequent grad- 
ual and orderly marketing was present- 
ed to the tanning industry of the United 
States at simultaneous meetings held 
in Boston and Chicago this morning 
and received the unanimous approval 
of the industry. 

The Washington Contact Committee 
now completes the arrangement which 
assumed the organization of a corpora- 
tion by tanners to take the responsi- 
bility of the orderly marketing of these 
hides and skins, on a basis of 9c. for 
light native cowhides. These encourag- 
ing developments are being immediate- 
ly reflected in the tanners’ attitude to- 
ward selling. 


Kneipp Cure 


The Kneipp cure is reviving so much 
abroad that spaces in public parks are 
being set aside for those who would 
walk in the dewy grass of the morn for 
curing this or that, not forgetting 
fallen arches and twisted toes. The 
idea is to give nature a chance. That 
shows how important is the relation 
of foot action to health. 

Walking in barefoot sandals on hard 
sidewalks is no substitute for the 
Kneipp cure. Walking barefooted on 
the sands of the beach is the Kneipp 
cure with a salty flavor. 


A Change to Backs 


Boston, Mass.—A gain for back 
soles is reported, shoemakers changing 
from shoulder to back soles, which is a 
token of both a grade up for quality 


movement and also for a gain in the 


volume of soles. The back soles wear 


longer. 


YOU ARE INVITED 


New York State Shoe Retailers’ Annual 
Convention, Hotel Statler, Buffalo, 
Sept. 9, 10, 
National Industrial Stores Association 
Annual Convention, Wm. Penn Hotel, 
Pittsburgh, Pa. ......... Sept. 10, II, 
N.S.R.A. Style Conference, Hotel Astor, 
New York 
Spring (1935) Leather Opening, Hotel 
Astor, New York Sept. 24, 
National Shoe Retailers Association An- 
nual Convention (city to be announced 
later) Jan. 6, 7, 8, 9, 1935 
National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo...Jan. 7, 8, 9, 1935 
Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 
Middie Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 
Jan. 21, 22, 23, 1935 
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Adapts Recorder Window Display Idea 





MONONGAHELA, Pa.— Albert Allen, 
who does a very nice job selling dis- 
tinctive shoes and hosiery here, shows 
what can be done by adapting 
RECORDER window displays. The one 
illustrated is his conception of what 
was shown in the March 10 issue. This 
makes a fine black and white trim. 











The floor is black imitation leather, 
while the background is plain white 
wall paper, paneled with black stripes. 
The pilasters are of wood, enameled 
black, with the flutes in white. A 


duplication of this trim is found in the ~ 


men’s window. 





Holds Outing 


CINCINNATI, OHIO—About 2500 ex- 
ecutives and employees of the U. S. 
Shoe Manufacturing Company partici- 
pated in the outing held at Coney 
Island. One of the main features was 
a hunt for “Miss Red Cross” who was 
found by Miss Clara Diers. Miss Red 
Cross was Miss Rose Schmid. Joseph 
Smith, chairman of the board of di- 
rectors, was chairman for the day. A 
baseball game between married and 
single men was one of the features 
also. The score being 7 to 5 in favor 
of the single men. 


New Store Opens 


CINCINNATI, OHIO—H. C. Wellerding 
has just opened a family shoe store at 
3182 Madison Road, Oakley. Mr. Wel- 
lerding formerly traveled for Marks 
& Sons Shoe Co. for 23 years, while 
for the past three years he represented 
Weinbrenner. 


New Walk-Over Locations 


Fort WortTH, TEx.—The Walk-Over 
Shoe Company is opening a new shoe 
department in the J. M. Dyer and Com- 
pany Department in Corsicana, Tex. 
Leonard S. Shelton, Fort. Worth, is 
manager. ‘The Wichita Falls, Tex., 
store of the Walk-Over Company has 
moved from the P. B. M. Company 
store to 912 Indiana Avenue. The 
new store has been remodeled and a 
new front has been installed. O. E. 
Evans is manager of this store. 


Extensive Remodeling 


PORTLAND, ORE.—Extensive remodel- 
ing and a great number of improve- 
ments are to be added to the store of the 
Fashion Bootery in time for the extensive 
Fall showings. Especially attractive is 
the design of the new facade to be super- 
imposed on the retail establishment, and 
something entirely new in store design 
is promised when the remodeled bootery 
is completed. The manager of the store 
aims to make it “the most beautiful 
shoe store west of the Rocky Moun- 
tains”—and his aim is usually in the 
bull’s-eye. 


Closes Store 


KANSAS CiITy, Mo.—Hanan & Sons, 
Inc., are closing their store, having dis- 
posed of their lease at 1010 Walnut 
Street. For the present, at least, they 
~ 11 have no representation in this city 
a.ter the stock is disposed of. Hanan’s 
have been in business here for the past 
thirty-five years. 


Condenses Stocks 


SEATTLE, WASH.—The famous “Jade 
Room” of Baxter’s is to be closed. 
Women’s shoes which have been sold 
through the pretentious Jade Room are 
to be combined with the main floor stock. 


Port ARTHUR, TEX.—M. Bagelman & 
Son, on Aug. 15, opens their second 
store here, under the name of Bagelman 
Shoe Store. It will handle Freeman’s 
shoes exclusively in men’s, and will 
also cater to the boys’ trade. 

Mr. Bagelman operates his present 
store under the name of Boston Shoe 
Store, and is said to be one of the oldest 


accounts of the Freeman Shoe Corp., 
having featured their line since 1922, 


Enlarges Store 


ALHAMBRA, CAL.—G. Edward Hemp- 
hill, who established Hemphill’s shoe 
store one year ago featuring only qual- 
ity shoes for men, women and children, 
has found business so good that he has 
had to increase his stock room space by 
25 per cent and make room on the 
mezzanine for his office allowing addi- 
tional selling space on the first floor. 


Trade 
Literature 


Gilbert's 'Kali-sten-iks" Catalog 


THIENSVILLE, Wis. — The Gilbert 
Shoe Co.’s catalog of children’s shoes 
for Fall and Winter 1934 featuring 
“Kali-sten-iks” (welts exclusively) is 
one. of the most attractive booklets yet 
issued by this company. The illustra- 
tions of the shoes in color, bring out the 
shoes exactly as they are shown in the 
regular leathers. A wealth of informa- 
tion of help to the dealer in his promo- 
tion plans is contained in the catalog 
and in the supplementary folder which 
gives samples of free newspaper mats. 
An attractive mailing piece is also in- 
cluded. 

Perhaps the most outstanding in- 
novation of the “Kali-sten-iks” line in 
the seamless quarter lining with seam- 
less quarter backing cloth, a feature 
which combines both grace and comfort. 
Nailless heels is another innovation 
deserving comment. The Gilbert people 
claim that they are the first and only 
factory to fasten heels with fibre rather 
than metallic nails; and that this fea- 
ture eliminates danger of foot injury, 
provides a perfectly smooth insole and 
prevents tearing of stockings. 


Patent Leather Sales Up 


Boston, Mass.—The Colonial Tan- 
ning Company reports net sales for the 
first six months of this year, of 5,775,- 
000 feet of patent leather, which rep- 
resents and increase of 21.60 per cent 
over the corresponding period in 1933. 


Government to Buy Hides 


NEw York, Aug. 15—The govern- 
ment today notified tanners that be- 
ginning Sept. 15, 1934, the Federal 
Surplus Release Corporation will take 
over all government hides and skins for 
relief purposes. In this way this raw 
material will be non-competitive and 
kept entirely out of commercial chan- 
nels. This action, independently under- 
taken by the F.S.R.C. supersedes the 
plans for a marketing corporation 
which were under negotiations between 
the commodities credit corporation and 
the tanners. 
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Selby Shoe Co. Promotions 


PORTSMOUTH, OHIO — Recent promo- 
tions in the Selby Shoe Co. organiza- 
tion are: C. H. Brechner, comptroller 
of the plant, has been placed in charge 
of the engineering department in addi- 
tion to continuing as comptroller. Un- 
der the new arrangement he will look 
after maintenance, power, dispatching, 
rate, estimating and-.the last ‘depart- 
ments. C. W. Ridenour, who has been 
head of the rate department, will be 
assistant in that department under Mr. 
Brechner. 

Charles S. Baker has been promoted 
to chief accountant. Paul Bihlman, 
who has been in the accounting depart- 
ment, has been made foreman of the 
rate department. W. F. Hooley, who 
has been in charge of the Trupoise line, 
will also look after the Styl-eez line, 
with Mrs. Bess Tatman as his chief as- 
sistant in the latter line. 

R. N. Donahue, who has been in charge 
of the Arch Preserver line, will have 
his duties increased by looking after 
the welt department also. Wallace Ben- 
ton will be his assistant. 

W. B. Altsman, who has been an ex- 
ecutive of the company for many years, 
will have all leather buying under his 
supervision. W. A. Lawson will be his 
assistant in buying upper leather, and 
Carl Hauck his assistant for sole leather, 
and J. C. Rise his assistant for findings. 


Godman Co. Declares Dividend 


COLUMBUS, OHIO — The directors of 
the H. C. Godman Co. have declared the 
quarterly dividend of $1.50 on the out- 
standing first preferred shares, payable 
Sept. 1 to stockholders of record Aug. 
16. There are approximately 3000 
shares outstanding. 

The matter of a dividend on the new 
issue of second preferred six per cent 
stock issued eight months ago at the 
time of the rearrangement of the stock 
issues will be taken up late in Septem- 
ber. Cumulative dividends on this is- 
sue of stock amounting to approxi- 
mately $22 per share were paid June 
10th by $8.25 in cash and $13.75 in 
stock dividends. 

It is announced that all units of the 
company located in Columbus, Lancas- 
ter and Logan are operating at full 
capacity with the daily output in ex- 
cess of 32,000 pairs. 


Health Hose 


Boston, Mass.—‘Health hose” for 
men were featured recently at the 
Coward shoe store in this city, with 
the admonition to “Give your feet a 
Summer vacation.” The special fea- 
ture stressed on cards in the window 
was that the soles are made of undyed 
wool which was the basis of the claim 
that they “allow the foot to breathe.” 
These “health hose,” said the advertis- 
ing, are sold only in Coward shoe 
stores. 
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DOROTHY LEE 


RKO Star of 
Cavaliers” 
new open toe. 


This style was 


wearing 


“Cockeyed 
the 


selected by 


Seymour, fashion editor of 


“Photoplay,’”’ and will be 
featured in the November 


issue 


1st.) 


No. 4000—Open 


(appearing 


October 


patented NEO PED products 


No. 4020 


So that shoe and slipper retailers may protect themselves 
in the sale of padded sole open toe slippers, Neo Ped Inc. 
publishes the following letter from RKN Holding Corp.: 


Neo Ped Inc., 
Harborside Terminal, Unit 1, 
Jersey City, N. J. 
Att. Mr. George Naidor. 
You are undoubtedly aware of the fact that we have licensed 
only you to manufacture and sell open toe padded sole slippers 
under patent No. 1,916,067. 
We wish to inform you that we are bringing suit against several 
concerns who are handling for resale imitation open toe 
slippers which are infringements on the aforesaid patent. 
Will you kindly warn your accounts to neither buy, sell, nor 
handle any slippers of the type covered by said patent unless 
such slippers have imprinted on their inner sole, patent 
No. 1,916,067. Very truly yours, 

RKN HOLDING CORP. 
Realizing the demand for a wider price range in this new 


type of comfort footwear, NEO PED has added numbers 
which broaden the retail selling price from $1.19 to $1.89. 


Perforated Kid 


NEO PED INCORPORATED 
HARBORSIDE TERMINAL UNIT 1 


JERSEY CITY + + 


No. 6000 
Suede 


NEW JERSEY 
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Men's Shoes 
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Women's Shoes 


i ee 


KUSH-IN-EZE 
HAND TURNED 
FOOTWEAR 


IN STOCK 
No. 156 Black 
Kid $2.35 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 


Vv 
Vv 
Vv 
Vv 
Vv 








BONNIE 


IN STOCK 


R1454 Black Velvet, Patent Stripping... .$2.00 
R1456 Black Kid, Patent Stripping...... 2.10 
RIGGS Brown Kid ......cccssccccvcesece 2.10 
R1462 Black Faille, Silver Stripping.... 2.10 
R1464 Black Velvet, Silver Stripping.... 2.10 
R1466 White Faille, Silver Stripping.... 2.10 
42 Last, Medium Toe, 1944/8 Louis Heel 
R1457 Black Kid, Patent Stripping....... 2.10 
SENN TEED 66 cte.cccccscssasesces 2. 10 
47 Last, Medium Toe, 15 ass Cuban Heel 
AA TO C WIDTHS 


Send for new In-Stock Bulletin of smart 
Evening Sandals. 
Terms $7 10 Days, Net 30 

F. B. Factory 
HANNAHSON’S SHOE COMPANY 


HAVERHILL, MASSACHUSETTS 

















Reports Good Increase 


Des Moines, IowaA— The DeArcy 
Boot Shop, one of the city’s most ex- 
clusive women’s stores, reports a 32 
per cent increase up until the year 
ending July 1, over the previous year, 
with S. Labyorteaux, manager, seeing 
most encouraging prospects for an 
even better season ahead. 
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An Untouched Shoe Field 


[CONTINUED FROM PAGE 29] 


pations for which the male is best 
suited, there is a definite type of shoe 
which is adapted to the particular work 
he performs. He usually wears very 
broad soled shoes, which also fit him 
properly in length. The woman, on the 
other hand, either wears fashionable, 
conventional shoes totally unsuited to 
the nature of her duties, or else shoes 
so old and flimsy that they have little to 
offer in the way of support and are 
thus equally inappropriate. The older 
women especially will be seen wearing 
old shoes run down at the heels, with- 
out buttons or laces or bed room slip- 
pers in such a state of dilapidation that 
their chief use is the prevention of 
holes appearing in the bottom of their 
stockings! With the continual wearing 
of such footgear, the foot, unless it is 
a particularly strong one, breaks down, 
and then the real trouble begins—back- 
ache, headache, eye strain, indigestion, 
and even nausea. 

Of course these conditions have been 
known for some time, and various 
methods of correction have been at- 
tempted. In the medical department 
of a very large organization, where the 
workers are required to stand, all new 
employees are given a thorough physical 
examination. If any decided foot 
trouble is found the worker is not em- 
ployed; if a weakness is discovered she 
is employed but required to wear a 
certain make of orthopaedic shoe and 
her condition closely watched. (The 
firm has an agreement with a shoe 
company so that their employees will 
have a 25 per cent discount on all shoes 
bought from this company). 

Another large industrial plant has 
just decided to add a foot clinic to its 
medical department. In deciding be- 
tween the establishment of a dental or a 
foot clinic, the management felt that 
the feet of the employees rather than 
their teeth was the more immediate 
problem. 

The conclusion was reached in this 
way: If a tooth needs attention it 
quickly becomes so painful that its 
owner gives up everything else until 
the necessary attention has been re- 
ceived; whereas a painful foot is treat- 
ed with resignation only until through 
continuous bad treatment and neglect 
its owner becomes partially disabled. 
By having the feet of each employees, 
new and old, examined by a competent 
person in charge of a bi-weekly foot 
clinic, it is hoped to eliminate certain 
elements of fatigue. 

Yes, there has been a decided effort 
on the part of some concerns to re- 
educate the working girl as regards 
her foot health. But here’s the rub. 
In discussing the problem with physi- 
cians in charge of medical departments 
in factories and stores, it was generally 
found that that even where the occupa- 
tion of the employees required con- 


tinual standing and the advice and 
treatment of the medical department 
were open to them at any time, very 
few foot consultations were recorded. 

The reasons advanced for this 
were: 

(1) That workers expect their feet 
to be painful, particularly in stand- 
ing jobs, and therefore do nothing 
about the condition. 

(2) the fear of loss of job if real 
foot condition were known. 

(3) the disinclination to wear an 
orthopedic shoe if recommended. 

(4) the expense involved if a dif- 
ferent shoe has to be worn. 

(5) the fact that the large major- 
ity of women workers are young and 
their feet have been subjected to 
many years of bad treatment and so 
have not come to the unbearable 
breaking point. 

Miss Eleanor Park, Head of Per- 
sonnel, Dromedary Date Co., speaks 
of “the age old problem of trying 
to get the women workers to wear 
sensible shoes” and offers two rea- 
sons why it is difficult: first, the desire 
on the part of the young women, at 
least, to be “stylish,” and two, it is a 
question of economy—shoes built on 
orthopedic principles being more ex- 
pensive. 

Several questions arise at this point. 
In view of the fact that there is a great 
need—hygeinically and economically on 
the part of the woman employee, and 
economically on the part of her em- 
ployers—the Industrial Plant and the 
Government—What are the best meth- 
ods to influence and re-educate the 
woman workers and how, and through 
what agents, is she to have at her 
service a shoe which combines service, 
good looks, orthopedic soundness, and 
inexpense? Perhaps the best method to 
deal with the former, is compulsion, 
after confidence is won by the en- 
ployer. But the employer is somewhat 
handicapped if he hasn’t a shoe. 

What would be a correct shoe? Au- 
thorities agree on most of the essentials 
to be desired in a proper shoe—that 
it must have a straight inner line, a 
broad toe allowing room for the fore- 
foot to function and a broad heel as 
low as the wearer’s tendo achilles will 
allow. In the type of shank to be used 
there seems to be some difference of 
opinion. Some specialists insist upon 
a stiff, rigid shank to give support to 
the natural arches while others say 
the flexible shank is best, giving as it 
does exercise to the muscles of the foot 
and keeping the whole mechanism in 
good running condition. 

There are millions of health shoes 
sold each year but there seems to be no 
approved model which retails for less 
than $8.00. This seems a lot of moncy 
to spend for one pair of work-shocs 
to the girl on a $20 a week alary. 
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Factory 
Changes 


Cincinnati Plant Enlarged 


CINCINNATI, OHIO—A. J. Sacks, 
sales manager of the Charles Longini 
Shoe Co., recently returned from an 
Eastern trip, where he found his shoes 
were favorably received. The factory 
is now producing 700 pairs daily. A 
new floor has been added, and as soon 
as new equipment is installed produc- 
tion will be increased to 1000 pairs 
daily. 

Jack Bitten is now superintendent 
for the plant, he having been formerly 
connected with Krippendorf-Dittman 
in a similar position. 


Walton Increasing 


CHELSEA, Mass.—A. G. Walton Co. 
are putting in equipment for making 
stitchdowns for misses and children, 
which they will make in addition to 
their regular lines for men and boys. 


Trade 


Doings 
Field & Flint Elect Officers 


BROCKTON, Mass. — Perley G. Flint 
has been elected president and trea- 
surer of the Field & Flint Shoe Co. and 
Fred F. Field, Jr., continues as vice- 
president. This reorganization follow- 
ed the death of the former president 
Fred F. Field. 

Two new members of the corporation, 
long associated with the sales depart- 
ment of the concern, are Clarke L. Wil- 
cox and Clifford I. Ward, both of whom 
are elected to vice-presidents in the 
firm. The reorganization is completed 
by making Arthur E. Porter, former 
office manager, the assistant treasurer, 
a post formerly held by the younger 
Mr. Field. Both Mr. Wilcox and Mr. 
Ward have been with the company for 
more than 12 years. 


Elect Officers 


SALEM, Mass.—Helburn, Thompson 
Co., Salem, manufacturers of sheep 
leather, have chosen E. C. Shotwell as 
treasurer and A. P. Thompson as presi- 
dent. J. Willard Helburn, former 
treasurer, retires. Mr. Shotwell was 
formerly in the leather trade at Johns- 
ton, N. Y. 


Starting on 1935 Styles 


Boston, MAss.—Designers here are 
starting on styles for 1935, these in- 
cluding novelties for the Winter resort 
trade, and staples for those manufac- 
turers who make shoes for stock de- 
partments and must do their style 
planning early. 


1934 


H. E. Jolley Promoted 


H. E. JOLLEY 


St. Louis, Mo.—H. E. Jolley is foot- 
wear department manager for Scruggs- 
Vandervoort-Barney Dry Goods Com- 
pany, succeeding H. N. Underhill, who 
has gone to Cincinnati. Mr. Jolley has 
been assistant to Mr. Underhill for 
eight years and was formerly with the 
H. B. Hewitt Shoe Company. In his 
new post he will direct the men’s, 
women’s and children’s department on 
the second floor of the store and Van- 
dervoort’s Specialty Shoe Shop located 
on the street floor. 

“It is my intention to concentrate on 
supporting the individualized efforts of 
salesmen to keep in contact with cus- 
tomers, to know the needs and prefer- 
ences of their patrons and to supply 
them. The salesman will be responsible 
for his customers,” Mr. Jolley said of 
his policy. 

He explained that a high type of 
salesmanship which includes a knowl- 
edge of shoe fitting will grow in im- 
portance as people continue to seek 
really good merchandise. “There is now 
a definite trend upward,” he said. “We 
feel that we will sell more of the better 
shoes this coming season.” 


H. N. Underhill 
Changes Positions 


CINCINNATI, OH10—Harold N. Un- 
derhill, formerly buyer of men’s, wo- 
men’s and children’s better grade shoes 
at Scruggs, Vandervoort & Barney 
Dry Goods Co., St. Louis, for nine 
years, is now buying the better grade 
women’s and misses’ shoes for Smith- 
Kasson Co. 


Leather Exports Up 51 P.C. 


WASHINGTON, D. C.—Leather exports 
totaled to $8,197,357 for the first half 
of 1934, up 51 per cent over exports 
for the first half of 1933, according to 
the U. S. Department of Commerce. 
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Aristocrats 


The Finest 
Boots Made 


Featuring 


—The smart tipped forward 
effect of the best English 
riding boots. 


—Hand lasting with each 
foot fitted individually. 


—Finest grade material and 
workmanship. 


—Three-way leg measure- 
ments — slender, medium, 
wide. 


For 
Men, 
Women and 


Children 
We have these 
boots for men, 
womenand 
children in a 
variety of 
leathers and 
patterns. 


In Stock 
They are car- 
ried in stock 
to meet your 
immediate 
needs. We can 
give you at 
once service. 


Let us send you our new catalog 
of Aristocrat riding boots show- 
ing our complete in-stock line. 
We will gladly discuss with you 
the possibilities that Aristocrats 
could have for you. 


O’Donnell Shoe Co. 
509 Sibly St. 
St.Paul - - Minnesota 
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Padded Sole 
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A 77 Styles in Stock A 
Send for Catalog 


No. 1435R 





L. B. EVANS’ SON CO. A 
Wakefield, Mass. 


Oli i eh i hie Ri i hi ei eli elie hl 


i> Spats 


hd 


MOST INE 
DEMAND 


Constetent . yy a 


a and - 
lent display material help 
you to sell them in profit- 

le volume. Complete 
1934 selection of fabrics, 


FO ATE DE- 
ul wav. a0 aoe NOW 
for sam and prices. 


The Wi iam on™ Co., 
Portsmouth, 0. 


BOND 
STREET 


i el eh ied 





Shoe Trees 


i i edi eid 





QUICK PROFIT ITEM - 50° 








SIMPLEX SHOE TREES 

SELF ADJUSTING Uy SN 

A Gentle Squeeze eee 
laserts, or Removes oo a 
a ey ny 
























Attractively arranged women's shoe department in the new store of Dey Bros 
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Whats New 


Machine for Foot Correction 


CHEYENNE, Wyo.—F rank Mendicino, 
president of the Wyoming Shoeteria 
and Foot Comfort Station, 202 West 
Seventeenth Street, has invented a foot 
correction machine which he calls the 
“pedal-gyro,” and which he has used 
successfully in his orthopedic depart- 
ment during the past year. 

One or both feet are attached to sup- 
ports which revolve, simultaneously in 
four directions, at 45 to 120 revolutions 
per minute. 

“A 15-minute treatment is equivalent 
to two and a alf hours of hand mas- 
sage,” declares Mr. Mendicino. The 
minimum charge for a treatment at the 
Shoeteria is $1. 





Poster Decreases Credit Loses 


Fort COLLINS, CoLo.—Shoe mer- 
chants of this city, Loveland, and other 
Northern Colorado towns, members of 
the Larimer County Credit Association, 
are using a joint poster which has 
notably decreased credit applications 
from undesirable applicants. The 
poster also makes it easy for the mer- 
chant to announce necessary delay in 
giving a decision. 

“We Protect Our PROMPT PAY- 
ING CUSTOMERS,” reads the an- 
nouncement, conspicuously posted in 
the store, “by investigating carefully 
all applicants for credit before ac- 
counts are opened.” 





Chains on Shoes 


Boston, Mass.—It looks like a fine 
eyeglass chain, and it’s said to be of 
celluloid, and it’s sewn by hand to 
vamps and quarters of novelty shoes 
to trim them. 

A chain of golden links is run across 
the tongue of a kiltie oxford, and it’s 
called a slave chain. 





Redyeing of Shoes 


Boston, Mass.—Very often retailers 
are requested to redye fabric shoes. In 
many cases, when the shoes are redyed, 
the color used is black. Occasionally, 
a color other than black is wanted. In 
this case, any of the darker shades 
work better than the lighter shades. 
The reason for this is the fact that it 
is difficult to redye any shoe with a 
color lighter than that already on the 
shoe. 

This makes it necessary to remove 
as much of the old dye as possible. The 
Compo Chemical Co. has developed a 
Dye Remover and Dye Neutralizer. The 
Dye Remover is applied to the shoe 
with a cotton cloth or swab, and allow- 
ed to stand a few minutes. The Neuv- 
tralizer is applied liberally in the same 
manner and, after a minute, is washed 
off with clear water, using a clean cloth 
and then rubbed with a dry cloth. The 
dye can then be applied at once. If the 
first application of the Remover does 
not remove the color to a shade light 
enough for redyeing, the same pro- 
cedure must be repeated. 

The particular point to note here is 
that the color remover must not be 
allowed to stay on the shoe for too long 
a time before the Neutralizer is used. 
The Neutralizer is necessary to elimi- 
nate any possible damage to the shoe 
fabric. When the Neutralizer is used, 
it immediately stops all action of the 
Dye Remover by neutralizing it. 

It is interesting to note here that the 
Dye Remover and Neutralizer can be 
used for removing dye from the hands. 
In this case, the hands are first washed 
with the Dye Remover, followed by a 
liberal application of the Neutralizer. 
The hands are then washed with warm 
soap and water and the dye will be 
completely removed. In using the lye 
Remover, one should always remem)er 
to follow this immediately with the | ye 
Neutralizer. 
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Good Sales Increase 


MiaMI, Fua.—E. J. Sanders, gen- 
eral manager for Crittenden Bootery 
Company in Miami, reports a definite 
upward trend in business throughout 

the State. Since the first of the year 

| the increase has been 69 per cent. His 

» company operates shoe departments in 

' Burdine’s, Miami; Hatch, West Palm 

| Beach; Maas Brothers, Tampa; Wil- 

' son-Chase, St. Petersburg, and Levy’s, 
Jacksonville. 


: Retail Sales in Mass. 


WASHINGTON, D. C.—Retail sales re- 
ported by 795 retail firms in Massa- 
_ chusetts showed a decrease for the en- 
tire month of July of about one per 
cent from July, 1933, according to pre- 
liminary figures released today by the 
Bureau of Foreign and Domestic Com- 
merce. For the first half of July there 
had been a decrease of 6 per cent from 
the first half of July, 1933, and for the 
entire month of June there had been an 
increase of 9 per cent. The foregoing 
figures are all before allowing for the 
effect of varying number of working 
days. 

The month of July contained 25 work- 
ing days this year of which four were 
Saturdays and, in 1933 25 working days 
of which five were Saturdays. In views 
of data collected several months ago 
from the reporting firms, indicating 
that in general about 26 per cent of 
their weekly business is done on Satur- 
day, it is estimated that on a daily 
average basis, the sales of these firms 
would show an increase of about 2 per 
cent. 

These data, based on returns from 
790 retail firms, were compiled by the 
Federal Reserve Bank of Boston, in co- 
operation with the Department of Com- 
merce. 


Oxford Prediction 


DENVER, CoL.—W. J. Carty, manager 
of the Denver Dry Goods shoe depart- 
ment, states that he has purchased 25 
per cent more stock this year than he 
did a year ago and he fully expects the 
volume of business to justify this in- 
crease in buying. Mr. Carty predicts 
that 90 per cent of the Fall shoe busi- 
ness will be in oxfords and oxford styles. 
Stream lines, tip and foxings will have 
some importance in spectator sports and 
street shoes. Cloth shoes and combina- 
tions will appear early, with gabardine 
stripping and stitching playing a good 
part in the new styles. 


Correction 


In the O.P.I. department of June 2, 1934, 
there appeared on page 30 an item which 
stated that P. Walker, manager of the 
Bootery, Salt Lake City, carried a line of 
nurse shoes (Red Cross). This was in error 
as the line carried by the Bootery and around 
which the story was written is Enna Jettick 
shoes, made by Dunn & McCarthy, Inc., 
Auburn, N. Y. Our apologies. 





INSIDE 


the Panco Sta-Tite 
is totally DIFFERENT 


If you could look inside a Panco Sta-Tite heel 
you would see a sturdy wire mesh embedded 
in the very base instead of the usual washers. 
You would see nail heads, firmly embedded 
in this mesh, practically bonding the heel to 
the seat. 


Yes, Panco Sta-Tites are different — and 
better. Their clean cut design is not marred 
by dirt-tracking nail holes. Wearing thick- 
ness is practically doubled. Here’s a heel with 
talking points that help sell shoes—that make 
satisfied customers. 
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Riding Boots 
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LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men, Women & Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 

New York City 











JUSTIN BOOTS 
Famous Since 1879 


A COMPLETE LINE OF STYLES IN 
STOCK AND CUSTOM MADE. 


Riding, Cowboy and Lace Boots 


Write for C. 


‘atalog X 
T WORTH, TEXAS 





\ RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 
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Advance Fall Showing 


DENVER, CoL.— Broadhurst and 
Young’s, one of Denver’s leading shoe 
shops, held an advance showing of early 
Fall footwear for one week beginning 
Aug. 3. C. H. Boone, manager, reports 
that tie and sandal patterns in dark 
tones are beginning to be popular al- 
ready and that all indications point to 
a successful run on these shoes the com- 
ing season. There is a tendency to 
lower heels with crepe and silver cloth 
slippers predominating for evening 
wear. 
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NEW SHOE STORE OPENS IN WALLA WALLA 


A new mode in shoe merchandising 
has been introduced in Walla Walla, 
Washington, with the opening of Ray’s 
Shoe Salon, featuring exclusive foot- 
wear for women. Ernest T. Ray, owner 
and manager of this smart shop, is 
assisted by George E. Boyce, formerly 
with the Brown Shoe Company. 

The establishment has been modelled 
from.the interior of a shoe salon shown 
at the. Century of Progress in Chicago. 
Ultra-modern furniture, fixtures and 
draperies have been used throughout 
with the pleasing color scheme of black 
and white, brown and beige, forming a 
harmonious background for the lovely 


display of shoes, hosiery and accessories. 

The usual rows of boxes are out of 
the customer’s sight. Leather uphol- 
stered furniture of chromium plate and 
modern drapery fabrics of roughly 
woven linen crash have been used as 
window display backgrounds and for 
portieres. Davenports, a number of 
chairs and a love seat well arranged 
on a full rug of neutral taupe assure 
comfort to the patrons of the new store. 

“Sales have been very good,” reports 
Mr. Ray, “and the reception accorded 
us has been most encouraging.” He fea- 
tures shoes at prices ranging from $5 
to $10.50. 





Fall Styles on the Coast 


PASADENA, CaL.—Without waiting 
for the tang of the Autumn weather, 
Ted Huggins of the Huggins shoe store 
here is successfully promoting special 
pumps made of suitings. The suitings 
most in demand are hard finished 
worsted in blacks, browns, blues and 
mixed color combinations. These are 
done in strictly tailored effects and tie 
in well with costumes, the customer 
being at liberty to bring her own cloth 
if she likes for special orders. On 
practically all of these a calf fox and 
toe trim is used with a narrow patent 
leather variation. The heels are calf 
covered, 20-8 in height. A new feature 
is the link type clasp which takes the 
place of a tie or buckle. It is made like 
a man’s cuff link save that the connec- 
tion between the two buttons is of 
strong elastic which holds the shoe snug 
to the instep. These pumps are priced 
at $14.50. 

Another number going over well is 
a 5-eyelet oxford which Mr. Huggins 
states is “back on the gold standard.” 
This is an all-over suede, shown in 
black, brown and blue, with 14-K gold 
clips used as the decorative features. 
These are placed in a continuous line 
sharply outlining the tip and foxing. 
This number has French toe and 20-8 
heel. In black the customer may have 
silver trim in place of gold if she de- 
sires. The price is $16.50. 

A third number already selling is a 
3-eyelet demi-tie in suede with a calf 


over-trim in panel effect. This number 
comes in black, brown, and blue, has 
an 18-8 heel and is priced at $12.50. 
An early season sandal-pump at 
$14.50 is already in demand. The fea- 
ture in this number is a cut-out nearly 
an inch in diameter on the vamp, the 
narrow calf or kid stripping crossing 
this cut-out diagonally giving a lattice 
effect. Mr. Huggins states that many 
of his customers after becoming accus- 
tomed to open sandals during the Sum- 
mer are not yet ready for a completely 
closed shoe and this sandal-pump fills 
in the gap between the two extremes. 
Forty per cent of all shoes to be 
shown a little later in this fine store 
will have natural leather built-up heels. 


Shoes Priced by Sizes 


Boston, Mass.—Shoes were priced 
according to sizes in a Summer clear- 
ance sale at Filene’s here, the shoes 
being women’s novelties and the smal! 
sizes being priced at $1.30 a pair, the 
large sizes at $1.60, and the middle run 
of sizes at $1.90. 


Factory At Capacity 


CINCINNATI, OHI0O—Stix, Altman and 
Weiner, Inc., are now operating at full 
capacity, turning out 1500 pairs daily. 
The firm announces they are sold up 
on production until Oct. 5, with cut- 
tings up to Sept. 25. Their salesmen 
are now off the road enjoying vaca- 
tions. 
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YOUR FALL SHOE SELLING 
depends on SHOWMANSHIP ! 


V Dramatized selling—showmanship—in ads and dis- 
plays, is absolutely necessary to increase customer 
interest and sell more shoes this Fall. 
are 50 good, sound, practical promotion ideas for 
newspaper ads, direct mail, window displays, interior 
displays, contests, style exhibitions—covering men's, 
women's, and children's shoes, rubber footwear and 


hosiery. 


50 IDEAS FOR FALL. 
rns 


WITH 41 ILLUSTRATIONS 
W"BOOT AND SHOE R soe 
V 239 West 39th St., New York City 


Here's my Dollar—Send me a copy of 
IDEAS 


50 FALL PROMOTION 


Address 





EXTRA FINE QUALITY 
PIG LEATHER INSOLE 


v_ In this book 

















You Repeat Your Profits with 
“America’s Finest Comfort Shoes’ 





RIGHT AND LEFT 
PATTERNS TO ASSURE 
SNUG.FIT AT ANKLE 








SPECIAL CONSTRUCTED 
GENUINE PIG LEATHER 








SCIENTIFIC SEWED 
HEEL SEAT 




















NEW SPRING 100% NAIL-LESS HEEL 
AND ELASTICITY SEAT, NO NAILS TO 
TO EVERY STEP PUNCTURE FOOT 




















Beware of Imitations 








The RIGHT FEATURE shoe which has undergone the acid test of 
several years manufacture will produce REPEAT PROFITS for you. 
Nu-Matics with their patented, scientific, 
features are virtually non-competitive. 
Men's and Women's Shoes, 


“cushion” and “nail-less" 
Send for our Catalog of 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


“Un Matic 


Cusulonee SHOES 





Polka Dots for Fall 


Los ANGELES, CAL.—Polka dots play 
a part in the advance Fall showings at 
the May Company. 

Among these is a group of fabric 
pumps with polka dot side panels and 
large shiny polka dot bows, the bow 
corresponding with the side panel. 
These are shown in blue, black and 
brown with blue perhaps leading. The 
effects are enhanced by accompanying 
hats and gloves in ensemble displays. 
These pumps are priced at $6. 

A very dark brown alligator plain 
pump is given a conspicuous position. 
The same thing is shown in a 4-eyelet 
oxford. The heels are of medium 
height and in natural leather. This 
number has a plain toe without tip 
and is priced at $10.50. 

A satin pump with a very large bow, 
the bow edged with a narrow silver 
edging contrasting with the shiny black 
of the rest of the shoe is an outstand- 
ing number in the dressier pumps. This 
number is nick-named the “Bow-Peep” 
and incidentally is also shown, though 
less conspicuously, in suede. 

Among the lower priced shoes for 
girls is a sturdy looking number with 
an envelope of strong leather coming 
across the instep and buckling with a 
metal buckle well down on the side. 
Considerable punching is used for 
decorative effect both on the plain toe 
(no tip) and on the other leather por- 


tions. This shoe has a low heel, is 
shown mostly in brown, is built for 
durability and comfort and is priced 
at $3.85. 


Fall Prediction 


CoLUMBUS, OHIO — That suedes and 
gabardine effects, the latter with leath- 
er overlays in tips, foxings, etc., will be 
good for the early Fall season, is the 
opinion of C. E. Holloway, buyer for 
the women’s shoe section in the F. & R. 
Lazarus & Co. store. Mr. Holloway be- 
lieves that suedes will have quite a 
place in the early buying while the 
gabardine effects will attract customers 
because of its novelty. 

Later in the season, brown kids are 
expected to be the best feature with 
blacks second best. A few greens will 
be sold while blues will also be sold. 
He declared that blues, while a fad five 
or six years ago, have not become a 
staple item and it behooves a good de- 
partment to carry a full line of blue 
ties and oxfords in stock the year 
around. 

The oxford type of shoes will prevail 
in the Fall with the eyelet effects rang- 
ing from one-eyelet to seven-eyelets. 
The most numerous will be about five 
eyelets. He declared that the 14 to 16 
eights Cuban or boulevard heel will 
show the largest volume of business. 
Straps are coming back, but this is 


most especially the T-strap types. The 
plain straps are not expected to show 
a great deal of volume. High riding 
pumps will also be good, Mr. Hollo- 
way believes. Plain pumps with gore- 
ing are expected to be shown with good 
customer response. 

Mr. Holloway declared that the more 
rounded toe will be good, although he 
does not believe they will be as popular 
in Columbus as in certain places in the 
East. 

For evening and formal wear Mr. 
Holloway said that the sandal type of 
silver and fabric shoes trimmed with 
silver or gold are selling briskly. Silver 
is expected to be 40 per cent and gold 
about 25 per cent. Other types such as. 
fabrics trimmed in either silver or gold, 
and designed for tinting to match the 
formal frocks are also expected to move 
well. 

Mr. Holloway believes that the Fall 
season will be exceptionally good as all 
indications point to a good trade. 


Golf Record 


LYNN, MAss.—Edward M. Winslow, 
of the Benz Kid Co., has made a new 
and singular record for the tanners and 
shoemakers who play on the Salem 
‘Country Club course. He made five 
holes in 15 consecutive strokes. It’s 
called “The President’s Record,” for he 
is president of the club. 
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Three-a-Week Collection Plan 


LONGMONT, CoLo.—About a year ago, 
Ralph Miller, of the Ralph Miller Shoe 
Company, found about $3,200 in delin- 
quent accounts. A good many of these 
were “tough ones,” and there would 
have been an easy alibi in current con- 
ditions. But Mr. Miller set out on a 
program—each Monday morning he 
would take three accounts and apply to 
them during the week determined atten- 
tion. “There’s nothing a collector can 
say that I can’t say, and I am out to 
get my money!” That was his reason- 
ing. 

A few days ago he said that he had 
reduced the amount of suspense ac- 
counts to $400. He is still following 
the three-a-week plan. 


Box Shops Busy 


LYNN, Mass.—Frank C. Meyer Co. 
have started their box shops here on 
double time, which is a sign of increase 
in the production of shoes in New Eng- 
land, the boxes being distributed among 
factories for 150 miles around. 
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Santa Monica, Cat.—Among the 
leading Autumn numbers already sell- 
ing at Campbell’s men’s store here are 
the following: a Scotch grain leather 
with brass eyelets and plain toe in a 
rather light shade of tan. 

A second number is a dark shell 
cordovan made on a full wide English 
last. This is classified as a “real man’s 
shoe” and is in big demand in this coast 
and beach city. 

A solid looking brown suede with an 
extra heavy crepe sole made on a cus- 
tom last with a wing tip is proving very 
popular. 

“The story is this:” says L. J. Ahl- 
strom, buyer, “brown shoes, broader, 
heavier, fuller lasts, substantial look- 


1 
Cn 


ing, he-man shoes, to go with the heav- 
ier, looser, rougher fabrics in wearing 
apparel that are now so popular. 

“In boating shoes we are having a 
big run and a continuous run on a 
waterproof canvas shoe with a rope sole 
and a vulcanized crepe sole edging. We 
have difficulty in supplying the demand 
in this number. The famous moving 
picture colony at Malibu Beach is 
strong for this shoe for beach and 
boating activities and buy it in large 
numbers,” 

Campbell’s, located at 330 Santa 
Monica Boulevard, is one of the leading 
men’s stores in Santa Monica and the 
shoe department, recently revamped, is 
showing remarkable growth. 





Shoes in South Africa 


WASHINGTON, D. C.—The boot and 
shoe industry of South Africa, accord- 
ing to the Bureau of Foreign and Do- 
mestic Commerce, Department of Com- 
merce, has progressed rapidly, under 
protection of a high tariff, during the 
past 10 years, and in 1933 enjoyed a 
very active year. As a consequence 
the demand for machinery was active 
and sustained. Through the increased 
use of efficient machinery and modern 
methods the industry has been able to 
supply a large part of the leather foot- 
wear needs of the country and produc- 
tion has been generally on the upward 
trend for several years. 

The industry employed considerably 
more persons in 1933 than in 1932, an 
analysis of employment records reveal- 
ing a 33 per cent gain in average 
monthly employment during the year, 
as compared with the average monthly 
total for the calendar year 1932. The 
production records of the factories 
were extended and the number of pro- 
ducing plants was increased by seven 
factories, which were engaged in the 
manufacture of canvas footwear. 

The volume of footwear (including 
canvas) manufactured in 1933 was over 
5,000,000 pairs, as compared to some 
3,337,000 pairs produced in 1932, or a 
gain of 67 per cent. The value of ma- 
chinery imports totaling some £36,- 
557 in 1933 was over three times that 
of 1932. 

As in the past, the United Kingdom 


was credited with supplying most of 
the machinery but, in fact, the trade 
is chiefly in the hands of an American 
firm which carries stocks in South 
Africa which are leased under contract 
and supplied by its British plant. Ger- 
man machinery has been making some 
little headway but has in no way chal- 
lenged the leader. Agents for shoe 
machinery manufactured by Moenus, 
Frankfurt on Main, Germany, are 
making strong efforts to gain a foot- 
hold. The supplying of certain special 
shoe machinery equipment from the 
United States accounted for most of 
the £4,812 value appearing to the 
credit of the United States in the im- 
port statistics. 

The shoe industry witnessed an ani- 
mated demand for footwear after the 
beneficial influences of improved eco- 
nomic conditions became evident. 

SOUTH AFRICA’S IMPORTS OF 
MACHINERY pen 


£7,415 
2,859 
54 


Boots and Shoe Making: 
United Kingdom 
United States of America. . 
Germany 
Switzerland 


£36,557 


Factory Incorporates 


HAVERHILL, MAss.—A charter of in- 
corporation has been granted to the S. 
& L. Corp. to manufacture shoes. Th« 
capital is 200 shares of no par stock 
The incorporators are Lucy Lalamiere 
and Silver J. Lalamiere both of Meth- 
eun and Mary M. Lyons of Haverhill. 
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Obituary 


Myron H. Wadsworth 


BurFraLo, N. Y.—Myron H. Wads- 
worth, retired traveling shoe salesman, 
died Aug. 6 at his home here. Born in 
Wolcott, N Y., Mr. Wadsworth entered 
the shoe business with the John Kelly 
Shoe Co. of Rochester as a salesman. 
After nine years of service with the 
company he became associated with the 
William L. Douglas Shoe Co. of Brock- 
ton, Mass., and represented it on the 
road as a salesman for 12 years. Mr. 
Wadsworth was known to retail shoe 
dealers from coast to coast. He retired 
from active business some years ago. 
He had made his home in Buffalo since 
1892. Mr. Wadsworth was a member of 
Wolcott lodge F. & A. M. He is sur- 
vived by his widow, Mary Knowles 
Wadsworth. Burial was in Forest Lawn 
Cemetery in Buffalo. 


G. Clinton Uhl 


BALTIMORE, Mp.—G. Clinton Uhl, 63, 
one of the leading residents of Mary- 
land and for many years engaged in 
public life, died at his home in Mt. 
Savage. His death followed a long 
illness. Organization of the Maryland 
Shoe Company, Cumberland, Md., in 
1913 was brought about by Mr. Uhl. 
He was at the head of the company. 


George E. Huch 


CHIcAGo, ILL. — George E. Huch, 
president of The Huch Leather Co., 
died Aug. 7. Funeral services were held 
Aug. 10 at two o’clock at the Chapel 
at 3301 Fullerton Avenue. Burial was 
at Memorial Park Cemetery. 


Luther F. Siebert 


SPRINGFIELD, ILL.—Luther F. Siebert, 
28, 1459 North Eighth Street, died at 
his home following a long illness. Mr. 
Siebert was associated in business with 
his father at the Frank W. Siebert shoe 
store for two years. 


About People 


Seeking Store Location 


PORTSMOUTH, OHIO— Louis Ostrov 
and L. G. Federman, both of Akron, 
were in Portsmouth recently seeking a 
location to establish a retail shoe store. 
Mr. Ostrov was formerly manager of 
the shoe department in the Kobacker 
Store here. 


Makes Change 


KANSAS CITY, Mo.—Miss De Pasco, 
who has been in charge of the hosiery 
department at Hanan & Sons, Inc., will 
have charge of hosiery at the Peacock 
shop. 


Stresses Proper Fitting Shoes 


Rep BANK, N. J.—Dr. M. M. Rud- 
nick of this city, who is achieving an 
enviable reputation in the field of Os- 
teopathy, says: “Though I believe in 
the effectiveness of manipulation for 
the alleviation of foot troubles, I do 
not at all believe manipulation to be 
a panacea. Without proper fitting 
shoes such Therapy is useless. Not in 
every case will proper fitting shoes 
correct the condition. Often the con- 
dition will not respond to treatment 
until additional help in the form of 
definite balancing aid is used. Such 
balancing aid does not mean the indis- 
criminate use of Arch-Props. Pads to 
prevent the rotation of the Os Calcis 
are most effective in that they balance 
and support the Sustentaculum Tali, 
which is a part of the Os Calcis, and 
thus direct the active step. 

“This direction of balance and the 
active step is often attempted by the 
use of a wedge (‘Dutchman’) placed 
in the sole of a decidedly inflared shoe. 
Though this device occasionally ac- 
complishes its purpose it more often 
leads to evils more painful than the 
evil sought to be corrected. Tailor 
bunions (the enlargement of the fifth 
Metatarsal joint) together with Mor- 
ton’s Neuralgia and Heloma Molle (soft 
corns between the toes) succeed the 
previous condition to damn the sufferer 
with more discomfort than ever. 

“The foot specialist’s job is not fin- 
ished when he merely considers the 
corrective measures to be taken. He 
must pay particular attention to the 
occupation of the patient. It is obvious 
that the treatment of the hod carrier 
must be different from the treatment 
of an office worker. Habits of walk 
and posture learned in a definite occu- 
pation must weigh heavily in the phy- 
sician’s treatment and prescription of 
shoes.” 

Dr. Rudnick was graduated from the 
Kirksville College of Osteopathy and 
Surgery at Kirksville, Mo. He then 
took one year’s post graduate work at 
the Philadelphia College of Osteopathy. 
Since the termination of his academic 
studies he has practiced Osteopathy in 
Red Bank, where for the last two 
years he has been specializing in foot 
work. Associated with him in this 
work is his brother, Dr. J. B. Rudnick, 
Chiropodist. 

Born and brought up in the envir- 
onment of a shoe store, his father, F. 
Rudnick, being a prominent shoe mer- 
chant in Keyport, N. J., his turning 
toward that phase of Osteopathy that 
deals with the correction of foot con- 
ditions was inevitable. In a tour made 
soon after graduation from college to 
Brazil, Uruguay and the Argentine, 
Dr. Rudnick began then a study of 
foot conditions from actual observa- 
tion of posture and pedal deformities 
among various peoples in those coun- 
tries that has proven invaluable to 
him in his now specialized practice. 
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PROFIT SHARING 
AGENCIES 


*2,000,000 BUYERS ! 
*$11,583,000 SALES ! 


The Selva Dancing Footwear Agency in 
your territory may be open. A wide- 
awake merchandising organization 
behind a well advertised product whose 
merit has won coast-to-coast acceptance! 
Selva’s record of constant creation and 
improvement insures a live line and a 
receptive audience that can be sold with 
a liberal profit for dealers! Get your 
share! 


*From N. Y. Times, Aug. 6th, 1934. 


NU-TOE 


A quality toe-shoe im 
every respect. Featuring 
3-Point Protection. Selva 
guarantees 87% more 
wear or money back. 


Write today for interesting agency proposi- 
tion. Full line dance shoes and accessories. 


SELVA & SONS... 


1607 Broadway, New York 











In New York. a hotel 
moderate in price 
and convenient 





, pose IN poset rea 

@ Moderate in price...an ideal place to 
stay in New York. Single from $1.50. 
Double from $2.50. Weekly rates. 

@ Convenient...in the center of the 
shopping district, one block from Fifth 
Avenue and Penn. Station. 

@ Good food...you’ll enjoy our meals 
prepared by women cooks...only fresh 
vegetables used...home baked pastry. 
@ We will gladly send you on request 
an illustrated descriptive booklet with 


a beautiful map of New York City. 


I. M. WIESE 
Manager 


Herald Square 


116 WEST 34th STREET - (Opposite Macy's) 
NEW YORK 








ONE WAY TO INCREASE 
YOUR VOLUME OF BUSINESS... USE 
RECORDER WINDOW DISPLAY CARDS 





10% 


Selling is Through 
WINDOW 





To Display Your Shoes 


effectively—you must merchandise 





Your Display 
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TO SATISFY O! USTOME! 
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TO OFFER THESE 


NEW FALL MODELS 











AUGUST 


Pale blue board, darker blue 
trees and canoe; orange setting 
sun; pale reflections in water. 
Black text. 


Size: 8” x 14” 


COMPLETE TEXTS 


sent on request 
4 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 card—Children’s Shoes 
1 card—Hosiery 
6 cards—On Store Service, 
Fitting, Quality, Etc. 
Single Cards: 60¢ each 
Without Text: 35¢ each 





RECORDER SHOW CARDS and COLORFUL PRICE 
TICKETS DO THIS IN A SOUND, 
CONSTRUCTIVE WAY. 


FALL TICKETS NOW READY 
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August price ticket— 
same coloring as 
above show card. 






To non-show card sub- 
scribers at prices 
listed below. 








. Samples sent on request 








Size 1144” x 234” 
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“L”: Cream board “B”: Blue bar with “M’: Corn Board; ‘‘Q’’: Orange «7»; Qrange and 
silver bar and dark orange sunburst on Green and Reddish = on Bright green design on 
| blue trim. silver board. Brown Design. ellow. corn-color board. 


Size 1%” x 2%” 














“O”: Rose design 
on light tan. 






























Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J”—Polly Clips for tickets: VY gross $2.25 
(adjustab ts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 













CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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DO YOU WANT 
SIX TIMES MORE PEOPLE 


TO STOP AT YOUR WINDOW ? 


IF INTERESTED, WE WILL TELL YOU HOW: 


MORE SHOES! 


Select the Service You Wish— 


Annual Display Card Service 
Includes 


EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW yp _ supplies merchandising and 
display suggestions each month 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 











Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Ill. 


Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards... 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, II. 


Please enter our order for the Recorder “Selling 
Message, beginning with August, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 
WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 
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CLAWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 








August 18, 
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SALESMEN WANTED 





HELP WANTED 











SHOE salesmen to handle a line of new spe- 
cialty suede shoe brush as side line; excellent 
and fast selling fall item; carry samples in 
your pocket; commission basis. State references 
and territory in first letter. Address D-817, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





HOE salesmen wanted: To handle as side 
line, sell retailers an outstanding line of 
children’s prewelt shoes, sizes two to eleven 
and half. Made in St. Louis. Must have 
good references. This is not just another line 
of shoes. Address D-822, care Boot & Shoe 
Recorder, 1627 Locust Street, St. Louis, Mo. 





ALESMEN WANTED: Experienced with 

following; all territory open, to carry a line 
of Men’s, Women’s and Children’s hosiery and 
Children’s shoes; commission basis. Fall line 
ready. Address D-823, care Boot & Shoe Re- 
corder, 1627 Locust Street, St. Louis, Mo. 





OPENING FOR 
RESEARCH MAN 


A large manufacturing organization 
is desirous of securing the services of 
a young man with a technical back- 
ground, preferably a chemical engi- 
neer, who can undertake research work 
in the development of new things and 
new uses for things for the shoe in- 
dustry. A real opportunity exists here 
for a man who has the proper qualifica- 
tions. Best of references required. 
For further information, 


Address D-826, 
Care Boot & Shoe Recorder, 
239 West 39th St., New York, N. Y. 




















 genay4 salesmen selling women’s shoes to carry 

as side line a very attractive line of medium 
price shoe bows. Territories open. Rhode & 
Reichmann, 254 South Third Street, Phila- 
delphia, Pa. 





SALESMEN: Large Boston wholesaler of 

popular priced women’s novelties has a few 
good territories open—commission only. Write 
at once detailing experience and_ references. 
Give all details first letter. Address D-825, 
care Boot & Shoe Recorder, 140 Federal Street, 
Boston, Mass. 





T2 sell line of outstanding values in Men’s 
Welts to retail at $3. Line consists of 17 
styles, all in stock in complete range of widths 
and sizes. We are enjoying large fill-in busi- 
ness in territories that have been opened. We 
will be glad to communicate with men who 
are carrying non-conflicting lines or who are 
interested in full time proposition. Here is a 
real opportunity for producers. State age, lines 
represented and territory desired in first letter. 
Ross, Inc., Nashville, Tenn. 








FOR SALE 





NUSUAL opportunity for shoe dealer. 
Eighty ft. store, modern shelving and fix- 
tures, complete. All you need is merchandise. 
Location—old established shoe business. Cor- 
respond or call. Mrs. Nellie E. Quick 104 
Titus Avenue, Ithaca, N. Y. 


LINE WANTED 


LINE wanted: Popular priced men’s dress and 
_work shoes in my store at Fairfield, Ia. 
Milo Quackenbush. 








SHOE line wanted. Have traveled New York 
State for a number of years, selling all the 
better stores, with an old established line. Can 
satisfactorily work in a line of men’s, women’s 
or children’s. Travel by auto. Present line 
does not require all year travel. Reliable ref- 


erence. Address D-824, care Boot & Shoe 


owen 239 West 39th Street, New York, 








BUSINESS OPPORTUNITY 








U_CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction: readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will AW 4 surplus er entire stecks ef shees 
from menufacturers, jebbers or retailers. 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Werth 2-5377 and 5378 








POSTER @ DEUTSCH 
436 Grand St., New York City 


Phone Dry Dock 4-0352 
—BUY FOR CASH— 
entire or surplus stocks of 


SHOES—DEPT. STORES 
Leases assumed Transactions confidential 

















WE BUY 

Entire or Surplus Wholesale and -e 
Stocks. Also Branded Shoes such 
Walk-Over, Florsheim, Enna-Jettick, Vital. 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Etc. e 

IRVIN RUBIN 

“The House of Jobse’’ 
89 Reade St. Cor. Church 





Phone Barclay 7-7887 New York City 














Wyman's Remodels ’ 


BALTIMORE, Mp.—Wyman’s has been 
completely remodeled and its main floor 
takes rank in arrangement and ap- 
pointments with the best and most 
beautiful exclusive shoe shops in this 
section. Complete modernizing and 
beautifying of the shop has been ef- 
fected after several weeks of work. For 
years Wyman’s has carried nothing 
but shoes of quality, beauty and style 
and now it combines with these a har- 
monizing atmosphere through modern- 
ization and beautifying of its shop. 

















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each | 
word of the address should be counted. I 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
- Advertisements for this page must be in our New York office on Friday of the week preceding publication. @ 
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"Character Without Boldness" 


Los ANGELES, CAL. — “Character 
without boldness” is the expression Paul 
Jesberg uses to describe in a general 
way the leading numbers in women’s 
dress shoes to be promoted during the 
early fall months in his group of Walk- 
over stores. The tendency is to bring 
in the decoraitve effects by treatments 
embodied in the leather itself rather 
than by the addition of decorative ma- 
terials. Relief from plainness is sought 
in the simpler methods, so to speak, 
Mr. Jesberg states. 

Tailored effects have been secured in 
several leading numbers by allowing 
the leather in the body of the shoe to 
overlay the fox and tip instead of the 
fox and tip overlaying the body. 

A striking number embodying this 
idea is a delicately perforated suede 
both in brown and black with a patent 
leather tip, fox, and heel. The step- 
in type is planned as the big entry in 
this number. 

This same number is shown in suede 
with a reptile trim, Mr. Jesberg being 
strong for reptile trim because of its 
not-scuff properties. 

Carrying out the same over-lay idea 
is another number both in pump and 
tie patterns with a kid vamp and 


1934 


quarter and reptile tip, fox, and heel. 
This gives the wearer a comfortable 
shoe by using the more pliable leather 
where it is needed and placing the 
tougher leather -where it is needed 
without sacrificing. any of the style 
or grace that might be expected in an 
all kid shoe. The tailored lines of this 
number have been somewhat accent- 
uated by carefully placed and carefully 
lined stitching, stitching on the quarter 
taking the direction of the boundary 
of the foxing and placed about three- 
eighths of an inch apart, while that on 
the vamp similarly spaced runs at 
nearly a 90-degree angle to the stitch- 
ing on the quarter. The stitching gives 
a pattern to the kid that effects a closer 
companionship with the naturally pat- 
terned reptile. The edge of the over- 
lay in each instance is relieved from 
plainness by scallops or pinking. 

Browns, moreover browns in the 
lighter shades, have first place but 
Mr. Jesberg freely prophesies that blue 
will be one of the big surprises of the 
season as the season advances and he 
believes that southern California wom- 
en have found a satisfaction in navy 
blue especially that they are not going 
to forget in a moment. 


Elkins Opens Branch 


PROVIDENCE, R. I.—Elkin’s is a new 
retail shoe store in this city. The store 
is in charge of H. Cohen who has been 
connected with the shoe business for 18 
years, having been considerable of that 
time in various shoe departments of 
eastern department stores. 

The store is operated by the same 
management as the firm’s store at 
Waltham, Mass. Stock to retail at 
around $2.50 and $3.00 is being fea- 
tured. 

To Mr. Cohen the opening of the new 
store means more than just another 
shoe venture for in this case it brings 
him back to his home town. He was 
born in this city and spent, most of his 
early years here. 


Nationwide Campaign 
for Douglas 


BROCKTON, Mass.—Tentative plans 
for one of the most pretentious merchan- 
dising campaigns undertaken by any 
manufacturer in recent years have been 
approved by the directors of the W. L. 
Douglas Shoe Co., following an intensive 

*study of retailers throughout the coun- 
try by the executives of the Douglas 
company. 

For the past six months an extensive 
research into styles and patterns affect- 
ing the entire country has been made 
under the direction of Vice-President 
Paul C. Wolfer. 

The new Douglas line includes, in ad- 
dition to the regular men’s line and the 
Lady Douglas line for women, a shoe 
with patented, scientific, corrective fea- 
tures, called the “Men’s Normal Tred,” 
and the “Lady Douglas Normal Tred,” a 
feature shoe for both men and women. 
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New Idea in Shoe Construction 


BrROocKTON, MAss.—“Floating Power’ 
and “Air Conditioned” are the terms 
adapted from the automotive trade by 
M. A. Packard & Co. in describing their 
new line of Phlexopedic shoes for men. 

According to Alfred T. Kent, vice- 
president in charge of sales, who has 
recently returned from an extended 
trip to several of the larger cities, buy- 
ers have readily recognized the sales 
appeal in “Phlexopedics,” not merely 
from the standpoint of attractive style 
but with the plus features of air con- 
ditioning and floating tread that are 
also apparent to the customer the in- 
stant he tries on a pair. 

“It is a well-known fact,” he reports, 
“that buyers are always interested in 
shoes that have real talking points and 
Phlexopedics surely have them, two 
visible features that men will immedi- 
ately appreciate. Made by a patented 
process, Phlexopedics let the feet rest 
softly on a resilient cushion, and con- 
form to the countour of the human foot, 
instead of crowding the bones into an 
unnatural position. In addition, there 
is also an air channel that permits a 
constant flow of new air, thereby reduc- 
ing uncomfortable perspiration to a 
minimum, and adding to real foot en- 
joyment. 

“It can best be explained by saying 
that Phlexopedics absorb the shock of 
hard pavements through their floating 
tread construction and make it seem as 
if the wearer were walking on spongy 
green turf.” Already advance Fall 
orders indicate the popularity of 
Phlexopedics and a forceful advertising 
campaign is being released through the 
newspapers and magazines for the 
coming season. 


Enlarges Store 


CANTON, OH10—Ira S. Halteman, for 
many years located in the Pythian 
building Market av. N. at Sixth street, 
has moved north in the same building 
occupying double the former space of 
the original store. The Halteman store 
which specializes in men’s footwear 
now has the largest frontage on Market 
street of any downtown retail shoe 
store. 


Beautiful Foot Contest 


DETROIT MicH.—An idea for a con- 
test for the most beautiful foot was 
suggested to Detroit shoemen this week 
by Carlton Mewborn, of the mer- 
chandising staff of the Detroit Times. 
Such a contest in connection with spe- 
cial seasonal events, presentation of 
new styles, and the like, was proposed 
and accepted by a group of Detroit shoe 
dealers with enthusiasm, though no 
definite action was taken. 

Stressing the shoe as an important 
part of woman’s makeup was Mew- 
born’s idea. “It is just as important as 
any other part of the makeup, but we 
forget that and just sell a pair of shoes 
too often,” he said. 
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To 
Our Advertisers In This Issue 





Next Week 


The night is alive with romance, and we 
are headed into a more glorious evening 
shoe season in the history of the trade. 
All old type evening shoes are out. 

Ruth Harrington tells in this issue the 
progress that comes in evening shoes for 
formal affairs, the opera and the social life 
of great cities. 

But don't overlook the part that the 
movie plays in giving every little girl in 
every little town, large or small, the ro- 
mantic release for a night. The jewel 
sandals of Cleopatra translated into very 
popular priced evening shoes for the young 
girl who has a pretty foot, painted toe nails 
and an interest in the revealment of a well- 
turned ankle. 

So, we give you a flash of fashion in the 
two fields, the high and the low, where 
evening shoes find their ready sale this fall 
and winter. 
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Genuine Brown Northern Seal 
Sport Oxford, Brown Calf Trim, 
Cordovan Sole. 


8% to 12 A,B,C @D......... $2.75 
124to3 A,B,C@D......... $3.15 


31%4to9 AAA, AA,A,B &C..$3.90 


Also stocked in Black Seal with 
Black Calf Trim No. 2120. 





YOUR STORE ... profits from its recognition for 


quality and style values. That’s one reason why 
“KALI-STEN-IKS” are sold only by the shoe 
stores who want a line with outstanding selling fea- 
tures that satisfy their trade. They have the dur- 
ability that comes from quality materials expertly 
put together, and eye-appeal that is a distinctive 
feature of “KALI-STEN-IKS” designers. 


Note the beauty of style and pattern in the shoe 
illustrated. It is made over accurate fitting lasts 
with bulb shaped heel, seamless inner lining and 
patented seamless quarter. 


And for the babies, on up to the Senior Misses, we 
build values and features into “KALI-STEN-IKS” 
shoes found in none other, so that your reputation 
for excellent footwear service shall be aided*with 
the sale of every pair. 


THE GILBERT SHOE CO., THIENSVILLE, WIS. 


NEW YORK—541 MARBRIDGE BLDG. :: LOS ANGELES—HAYWARD HOTEL 
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@ BEAUTY THAT ATTRACTS 
WEAR THAT SATISFIES 


Let this Edwards In-Stock Senorita be the corner-stone of your Girls’ Footwear 
Business this Fall. Displayed in your windows, its Style will bring in Customers. 
And its unusual Durability — built in by Edwards—will mean repeat business. 
In Patent and Tan at $3.60, it’s an Outstanding Edwards Value — always ready 


in all sizes. Also the very popular Edwards Senorita Pumps in Patent and 
White. Write for the new Fall, 1934, Catalogue of Edwards’ In-Stock Styles. 


_ J. EDWARDS & CO. « 314-322 N. 12™ ST. 


PHILADELPHIA, PENNSYLVANIA 


AMERICA’S LARGEST COLLECTION OF JUNIOR FOOT- 
WEAR UNDER ONE ROOF AWAITS YOUR ORDER 
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WANTED: 


Men With Retail Shoe Experience 


and Executive Business Ability 





We are interested in contacting experienced, practical shoe men, 
who are willing to learn corrective shoe fitting, and who would 
like to make a nominal investment in a business they would con- 
trol themselves, which would be based on an exclusive agency 
proposition that would give a special service to the doctors of 
their community. 


This proposition will particularly interest the shoe man who 
realizes that price and style have been his worst problems, making 
it impossible for him to make any money—and will appeal to the 
dealer who would enjoy a quieter, more professional business life 
—surer of definite profit and above all, will interest the man who 
likes a clean, straight business proposition. 


This plan centers around the exclusive agency franchise for the 
one and only shoe that definitely straightens up weak feet and 
gives relief to foot-sufferers in an efficient, scientific way. This 
outstanding health shoe has been endorsed by members of all 
groups of doctors and is being successfully used today by many 
of them in connection with their foot manipulations and general 
treatments. Doctors today are paying more attention to feet than 
they ever did before and are realizing the great help correct shoes 
can be in effecting complete restoration of health. 


There are still a few choice exclusive agencies open for the sale 
of these outstanding health shoes for men and women. If you 
have had the required experience, can furnish character ref- 
erences, and have the money to invest—then we have a proposition 
that offers the right opportunity for you. Please address inquiries 
to the BOOT AND SHOE RECORDER, Box D-837, 239 West 
Thirty-ninth Street, New York City. 














When writing advertisers please mention Boot and Shoe Recorder 
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DYeXoXoM U37 aS 
PROFITS WITH THIS¢ 


Gn INSTOCK Women’s Shoe 
House.. with MODERN IDEAS 


MYERS SHOES enable you to cash-in on “‘unsuspected”’ sales 
and profits, because they deliver at all times consistent value 
and repeat performance. * In continually keeping one step 
ahead of competition, MYERS have set a precedent for all 
wholesale distributors. We design all our own shoes from the 
last itself down to the smallest detail. * This careful styling 
has enabled us to put extra value into our entire line so that 
the retailer always has extra merchandising tools with which 
to sell his trade. *& Several years ago we adopted COMPO 
Sereattectsyswm Construction for our entire line (Collegiate Welt Oxfords 
excepted). With this modern flexible construction we have 
delivered to our customers high quality, smart-looking shoes that contain 
many of the elements of fine bench-made footwear. * Another important 
feature of the MYERS line is the ‘“‘Six Point Screw Heel System”, a method 
whereby all shoes are made on their original lasts thus insuring perfect-fitting 
footwear and extra firm, secure heels. * This season we have adopted 
“FITZ-ON” Top Lifts for all of our Operas--a most effective merchandising 
aid in the sale of pumps. * Thus the MYERS trade-mark “Built-In” Quality 
has become a definitely true one--and its very meaning is at all times a mark Pak 
of supreme quality in its price range. *& From the retailer or merchandise man _—_ compo sole 
who is looking for a powerful line of instock women’s novelty shoes that will 
‘‘pull”’, we respectfully solicit further inquiries. Our imposing list of customers will more than 
bear out our slogan ‘“‘MYERS MEANS MERIT”. 
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t 
“Peely” Sole 





Write For Our New Fall Catalogue 


JEST off the press--a catalogue containing 63 distinctly dif. ALL LINES STOCKED 


ferent patterns--all stocked in widths and sizes. @ Score 
another hit for Myers--for never before to our knowledge has . 
a wholesale shoe distributor attempted anything on so gigan- (un Cc Oo M P L E T E S i Z E S 
tic a scale. @ The catalogue eontains pictures of 


shoes to retail 
includes 


able 


from $3.00 to $5.00 and ano WI DTHS! 


our Free Mat service avail- 
to every Myers customer. 





D. MYERS &»5 


I9 S. HANOVER ST. 





1934 


sHAVE FOUND SURE 
Ss QUALITY SHOE LINE! 


* THE GREAT No. 5 LINE... 206 Finet 
Shoes Anywhere in THEIR PRICE RANGE 
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WILDWOOD OPERA--$2.50 


58531—Bik. Cf.—Grey Stitch & 
Underlay ; 

58537—Bro. Kid—Parch. Stitch 
& Underlay 

58538—Brown Pin Seal—Parch. 
Stitch & Underlay 


Spike Heels— 
Widths AAA to C 


FRIPON OXFORD--$2.50 


58191—Blk. Kid—Blk. Seal Trim—Grey Stitch 
58195—Blk. Suede—Blk. Cf. 
Trim—Grey Stitch 
58196—Bro. Suede—Bro. Cf. 
Trim—Parch. Stitch 
58197—Bro. Kid—Maron Kid 
Trim—Parch. Stitch 
High Continen- 


tal Heels— 
Widths AAA toC 








| eet eo cn me 
Te 
A PERFECTLY 


REGENT OPERA--$2.35 


9030—Patent 
9031—Black Calf 
9037—Brown Kid 
Junior Heels—Widths AAA to C 
Sizes to 9 
* Also a Complete Line of Seamless 
Operas and Regent Operas at $2.10 











GIBSON OXFORD --$2.50 


58185—Blk. Suede—Cf. Tip 
& Fox 


58186—Bro. Suede—Bro. 
Allig. Tip & Fox 


19/8 Lea. Heels— 
Widths AAA toC 


@me() 





- FITTING--QUALITY OPERA 


SEAMLESS OPERA-- $2.35 


9070—Patent 9072—Blue Kid 
9071—Black Calf 9075—Black Suede 
09071—Black Kid 9077—Brown Kid 


Spike Heels—Widths AAA to C 
Sizes to 9 


* Fitz-On Top Lifts—Extra Pair 
In Each Box 











— 





oe 


“FRENCHY” SANDAL--$2.50 y 


9520—Patent Leather 
9521—Black Calf 
9523—Black Faille 
9524—White Faille 
9525—Black Suede 
9526—Brown Suede 
9527—Brown Kid 


Spike Heels— 
Widths AA to B 


15 OTHER BEAUTIFUL PATTERNS, in our No. 5 Line, represent- 
ing 80 different numbers carried in stock in AAA to C widths. 


A full line of women’s novelty shoes to retail from $3.00 to $5.00, including welt 
oxfords and growing girls’ style shoes, carried in stock at 


all times! 


IONS: INC: 


JALTIMORE, MD. 
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Make your shoes easier fo sell 


Here 
—a | 
sale | 


washe¢ 





Shoes 
comfe 
Annot 
alreac 
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PPT LLL THT ay — 
WOOD LEATHER 
Cross-section of Vogue Heel after nailing. 
No cement is needed. Note tight edge 


and flat tread, assured by wood core. 
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the new rubber heel by (yoodrich 


; permanently tight heel seat— 
Preserves shape of the entire shoe—Gives 


greater foot comfort, longer wear— 


Here at last is something new in the shoe business 
-a heel packed with sales arguments that help the 
sale of even the finest shoe. 

Vogue Heels are made with the famous beveled wood 
base or core. No ugly washers or nail holes—the stippled 
mubber closes over the nail heads so that only the 
attractive, distinctive rubber surface is visible. 

With a firm base of wood, every nail holds the entire 
heel in place—a neat, permanently tight heel seat is 
assured. And this is the only type of heel which 
can assure it, Vogue Heels never come loose, are 
never kicked off. 

Another advantage of the wood base is that the entire 
heel is firmly anchored—there is no wrenching or play 
as there is between independently nailed washers. The 
Vogue gives a more firm, comfortable tread and does 
not permit the entire shoe to be wrenched out of shape 
and comfort, as washer heels do. 

Vogue Heels are 25% lighter, yet have more rubber 
and therefore more wear between wearing edge and 
wood base than there is between wearing edge and 
washers of any brand of washer heel. 

Shoes styled with Vogue keep their shape, appearance, 
comfort—and keep users sold on your brand of shoes. 
Announced only a short time ago, Vogue Heels have 


already leaped into nation-wide popularity. Write or _ 


wire for samples and prices, and let this new and 
better heel help your salesmen sell more shoes. The 
B. F. Goodrich Company, Heel and Sole Sales Divi- 
sion, Akron, Ohio. 








LOG Ue 


Heel Advantages 
to the Shoe Retailer .... 


Makes any shoe look better because of tight 
heel seat. 


Helps preserve shape and appearance of shoe 
by preventing wrenching. 


Wears longer because of more usable rubber. 

Is 25% lighter, 100% better looking. 

Assures firm, flat tread and greater foot comfort. 

Firm wood core makes any shoe a semi arch 
supporter. 

More effective wear. 


Adds novelty, value, comfort—to help you sell 
more shoes and keep user sold. 





Rubber Heel 
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SUEDES and CRUSHED KIDS IN-STOCK! 


Again Queen Quality backs up its splendid merchandising 
proposition with dependable In-Stock service on the Season's 
most wanted styles and materials. 


Queen Quality Shoes are Nationally Advertised In: 


LADIES' HOME JOURNAL 
WOMAN'S HOME COMPANION 
DELINEATOR 

HARPER'S BAZAAR 


You'll find it worth while to see this line and have our repre- 
sentative explain our complete proposition. 


RIO 
In-Stock 
Style 4402—Black Suede with 
Dull Black Kid and Black 
Patent Trim, Grey Lustre 
Kid Piping. Smoke Fancy 
stitch. 


Style 4403—Havana Brown 
oe with Havana Brown 


Piping. Brown Fancy Stitch. 


WRITE FOR COMPLETE CATALOG OF IN-STOCK STYLES 


QUEEN QUALITY SHOE COMPANY » ST. LOUIS, 


Branch of International Shoe Company 
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